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Hniversity Teachers 
Urge Professional 


if 


i Status for Insurance 


j 
[ 


A.dorse Establishment of Profes- 
sional Standards For Fire and 
Casualty Insurance 


HoLD MEETING IN CHICAGO 

Will Extend Advisory Assistance 

to Business in Order to Carry 
Out Such a Program 


The American Association of Uni- 
rrsity Teachers of Insurance, meeting 
Chicago late last week, adopted a 
solution endorsing “in principle the 
tablishment of professional standards 
property and casualty insurance” and 


Rpressing “willingness to cooperate in 
advisory capacity with representa- 
Bes of the insurance institution in at- 
Mnment of this goal.” 
. . . 
pr his resolution also stated “that the 
Resident of this association be requested 
appoint an advisory committee con- 
ting of three members which, with 
e president as an additional ex-officio 
ember, shall be authorized (1) to con- 
y to leaders in the various branches 
property and casualty insurance the 
timent towards professional stand- 
fads” which the resolution contained and 
2) to extend such assistance of an 
fmvisory nature as may be necessary to 
try out effectively the general intent 
% this resolution.” 
Reasons for Teachers’ Action 
pte reason for this action by the 
versity teachers’ association was ex- 
essed in the resolution as follows: 
‘Whereas the insurance institution has 
byed a vital role in the economic de- 
lopment of this country, has contrib- 
ed materially to social progress and 
s promoted governmental stability, and 
hereas the growing complexity of 
e human needs which insurance can 
bperly meet necessitates broad knowl- 
ge and specialized skill on the part 
agents, brokers and other field rep- 
sentatives who guide the public in the 
lection of hazards to be covered, the 
aptation of contracts to fit specific 
ses, the prevention of loss, the prepa- 
ion of claims, and the generally wise 
of insurance services, and 
‘Wh . . en . i i . 
ereas the time has arrived when it 
Pears that field and home office lead- 
§ in property and casualty insurance 
buld be willing to support professional 
indards of a high order for field rep- 
sentatives who advise the insuring 
lic, which standards would be sub- 
antially comparable to those which 
(Continued on Page 20) 
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CORDIALLY INVITES INSURANCE BROKERS TO 
ATTEND A SERIES OF LECTURES AND FORUMS 


BY 
ROY A. DUPFFUS 
(Outstanding Authority and Lecturer) 


PUBLIC RELATIONS 
CONTRACTS AND PRODUCTION 


TO BE HELD AT 


HOTEL BIrLEMaGRE 


{Music Room) 


43RD STREET, AT MADISON AVENUE, NEW YORK CITY 
ON 
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Contrasting Cases 


Two cases in contrast, one with the protective prepayment, 


the other with procrastination:— 


The first applicant, a 16 year old lad, made prepayment with 
application was examined the same day. The very next day, 
riding his bicycle while making deliveries for a drug store, he 
skidded into a truck, and died the following morning in a hos- 
pital. The notice of death arrived at the home office before 
the application and examination could be approved. But the 
application went through routinely, and since the examination 
was satisfactory, the claim was paid at once. 


The second case was that of a college freshman whose father 
wanted to start an insurance program for him. Ordinary Life 
insurance was issued and the applicant’s father stated that he 
was sure the son would accept the policy and, in fact, would 
probably order an additional contract. The father deferred 
definite action, in spite of the agent’s efforts, for two weeks. 
Within that time the applicant was killed in an automobile 
accident and since there had been no prepayment there was no 
insurance protection in force. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Boara President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Insurance Activity of 
People’s Committee Is 


Viewed With Doubt 


Comments Reflect Attitude of Busi- 
ness Toward Group Active in 
Recent Election 


HAS BEEN INCORPORATED 


To Make Permanent Contact With 
Policyholders; 9,000,000 Persons 
Got Literature 


The Eastern Underwriter asked a few 
prominent insurance men for their views 
on the activities of the People’s Com- 
mittee to Defend Life Insurance and 
Savings now that that organization has 
incorporated as a permanent body. It 
was formed as a committee during the 
recent presidential election campaign, 
reports that it distributed literature to 
9,000,000 individuals and was financed by 
6,000 subscriptions aggregating $60,000. 
Its activities attracted wide attention, 
were referred to by President Roose- 
velt in one of his speeches and caused 
life insurance companies and organiza- 
tions to disavow any connection with it 
and to deny that they had contributed 
or cooperated with it in any way. Its 
literature was considered by many to 
be such as to raise unfounded doubts 
in the minds of policyholders as to the 
security of their life insurance. 

In view of this situation some promi- 
nent life insurance people regard with 
concern a continuation of these activi- 
ties. Some of those asked for their 
views by The Eastern Underwriter de- 
clined to comment for publication but 
expressed such concern privately. 

What M. A. Linton Says 


From M. A. Linton, president Provi- 
dent Mutual Life, comes this comment: 

“Whether or not the plan to continue 
the People’s Committee to Defend Life 
Insurance and Savings as a permanent 
organization will be helpful to life in- 
surance policyholders, depends entirely 
upon the manner in which the commit- 
tee’s work is conducted. 

“If the statements of the committee 
as to the probable effects of given poli- 
cies upon life insurance and upon our 
national economy generally are conserv- 
ative and reasonable, they are likely to 
be helpful. On the other hand, if they 
are extreme and overstate the case, the 
interest of policyholders will be harmed. 

“Because of possible political implica- 
tions, life insurance home offices should 
take no part in the work of the organi- 
zation.” 

Julian S. Myrick’s Comments 

Julian S. Myrick, manager for the 
Mutual Life of New York at 57 Wil- 
liam Street, New York City, former 
president of the National Association 
of Life Underwriters and many years a 
trustee of that organization, states: 

“The Peoples Committee to Defend 
Life Insurance and Savings which, as 

(Continued on Page 12) 
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This full page advertisement will appear in the Post of 
January 25th as a sales help to all Northwestern Mutual agents. 





Digs what, you may well ask, does this 

mean to me? Simply this: the fact 
that so many Northwestern Mutual 
policyholders come back for more is 
one good reason why your next invest- 
ment should be in Northwestern Mutual 
Life Insurance. HERE'S WHY: 
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Because every repeat buyer is a testimonial from 
one who knows this company well. In the last 
decade 180,027 repeat buyers added over a bil- 
lion dollars to their holdings of Northwestern 
Mutual Life Insurance. They have learned 
the scope of the Northwestern Mutual con- 
tract, the provisions to make a policyholder’s 
dollars go farther. They have learned—as you 
can learn—that Northwestern Mutual insur- 
ance is low in cost. For instance, dividends 
apportioned to policyholders in 1939 equalled 
25.5% of gross premiums. 





WHAT BRINGS THEM BACK FOR MORE? 


Over the entire period 1930 to 1940, approximately one-half of our total new business 
came from people who were already policyholders in The Northwestern Mutual 


2nd Because every repeat buyer is a testimonial to 


the constructive service of the Northwestern 
Mutual agent—service which assures arrange- 
ment of life insurance to meet individual needs, 
individual ability to save. The helpfulness of 
this service is shown by two records in which 
The Northwestern Mutual is, we believe, unsur- 
passed: (1) the proportion of business received 
from policyholders—approximately one-half; 
and (2) the fact that 96.6% of the insurance 
owned by those alive throughout 1939 was 
continued in force. 


Mutual policyhold: possibly one of these nu- 





Among your friends it is likely there is a N 


merous repeat buyers. Ask him for his opinion of this company. Or, better yet, ask a Northwestern Mutual 
agent for facts on company, contract and cost to help you make your next life insurance step the right one, 


anak We cee THE NORTHWESTERN MUTUAL 


LWAUKEE, WISTON 








The first of 10 full page Post advertisements to be published this year. 
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Insurance Men on Draft Boards 


By Jennie Sue Daniel 


Scores, perhaps hundreds, of insurance 
men in all sections of the United States, 
themselves not subject to the provisions 
of the Selective Service Act, are finding 
their lives changed by its adoption. 
These are men who are serving on the 
> draft boards, officially, Selective Service 


* Local Boards. 

> One board in Cincinnati has con- 
scripted the services of two insurance 
men of national repute: C. Vivian 
Anderson, general agent of the Provi- 
dent Mutual Life, former president of 
> the National Association of Life Under- 
) writers, and William A. Earls, head of 
) the Earls-Blain Company, one of the 
© largest general insurance offices in the 
| Middle West. 

" It was a shoddy, mimeographed letter 
» received in October which changed the 
immediate course of the lives of these 
© two insurance men. It probably would 
© have found the waste paper basket ex- 
P cept for the fact that it was marked 
> “official.” It told them that they had 
"been selected by Governor Bricker of 
"Ohio to serve on the board covering 
' their neighborhood. 


They Are Drafted Too 


' No more inconvenient time could have 
» been chosen for this appointment for 
these two men. Mr. Earls had just com- 
pleted a hectic year as president of the 
Ohio Association of Insurance Agents. 
He had moved his offices into larger 
' quarters, and was looking forward to 
© a respite from extra-curricula activities, 
© to devote his entire time to his own busi- 
‘ness. He knew that his personal and 
business life was to be affected by the 
‘defense program. His three sons are 
of draft age. More than twenty of the 
‘young men in his office come under the 
/ Act, and undoubtedly, some of them 
‘must go. So he was faced with a big 
‘step-up in business production and im- 
'minent loss of some of his most valued 
‘assistants, both due to the workings of 
the national defense program. 
' Mr. Anderson was in the midst of 
‘active participation in the presidential 
‘campaign. He had gone as a delegate to 
‘the Republican National convention. He 
"had swallowed his disappointment over 
the defeat of his fellow townsman, 
"Robert A. Taft, and thrown himself 
wholeheartedly into the Willkie cam- 
" paign. He was fed up with the New 
Deal and all its works, not the least 
of which was the TNEC investigation 
of life insurance. The midnight electric 
‘lights were burning in his office as he 
rallied life insurance men to the cause. 
- He, too, was looking forward to a brief 
' time of uninterrupted devotion to his 
own business. He knew he had a job 
ahead in connection with the meeting 
of the National Association of Life Un- 
derwriters in Cincinnati next October. 
He had been a member of the key com- 
mittee which had induced the organiza- 
tion to hold its annual convention in his 
Shome city. He is a member of the 
> general committee to formulate plans 
) for the convention. As former president 
of the organization and president of its 
F all-important Committee on Law and 
s Legislation, he knew that his hands 
"would be full. To him, the Selective 
» Service Act was viewed largely in terms 
of his two sons who are subject to it. 
) Undoubtedly, the effect of the Selec- 
“tive Service Act on their own sons was 
a fillip to the interest of the two in- 
}Surance men in the entire proposal. Mr. 
Earl’s oldest sons are twins. Thomas 
William, vice-president of the Earls- 
Blain and its associated agencies, has a 

















wife and three small exemptions in his 
home. William Thomas, after hanging 
up a spectacular record as a million 
dollar producer for the New England 
Mutual Life, is completing an equally 
fruitful first year as the young general 
agent for the Connecticut Mutual Life. 
The third son, John Vincent, is the 
bond expert and vice-president of the 
Earls-Blain Company. 

Of Mr. Anderson’s two sons, Vivian 
Hayes, the elder, has his A.B. from 
Yale, and one year at Harvard Law 
School. James Thomas, the younger, 
is now at Yale, majoring in Civil Engi- 
neering. Students in colleges and uni- 
versities, working for degrees, are auto- 
matically exempt until July 1, 1941. 

A draft law is no new thing to Mr. 
Anderson. Among his treasured sou- 
venirs is a yellowed card with his own 
classification, 4-A, dated March 4, 1918. 
Incidentally, that card gives away a 
secret, which is that his first name is 
Claude, which, for some reason of his 
own, he has carefully hidden until this 
time. He had been graduated from 
Miami University, where he had served 
as physical director, coaching football. 
track and other teams, was married and 
had one child, and was already in the 
life insurance business. He became 
associated with the Provident Mutual 
Life in 1913, and that old classification 
card bears the same address, Union 
Trust Building, which his letterheads 
now carry. He had signed up for en- 
listment in the Marine Corps for Jan- 
uary 1, 1919, when the armistice brought 
the World War to a close. 

Mr. Earls did not join the army dur- 
ing the World War, because of his 
growing family, but he did considerable 
service in a civilian capacity. 

They Go Inte Action 


Of course these two insurance men 
read avidly everything about the Selec- 
tive Service Act, but they had no idea 
what it would mean to them until that 
sleazy, mimeographed sheet arrived. Im- 
mediately they swung into action. It 
did not occur to either of them to de- 
cline to serve. A meeting of the five 
members of the board was called in Mr. 
Earls’ new office while the paint was 
still wet and smelly on the walls, and 
the carpenters’ hammers rang as they 
built new partitions. 

There are two insurance men on the 
board, a lawyer, president of the Cin- 
cinnati Bar Association which has just 
gone on record as opposed to compulsory 
automobile liability insurance; a man- 
ufacturer and a banker. Mr. Earls was 
elected chairman, and the lawyer was 
named secretary. The next question 
was an office staff of one. Did anybody 
know who could take that on? Mr. 
Earls did. She was sent for. Could she 
go to Columbus that day for the Local 
Board Conference, called in each state? 
She could. Where should the board be 
housed? There was a vacant suite on 
the same floor of the Union Trust Build- 
ing as Mr. Earls’ new office, and down 
one flight of stairs from Mr. Anderson’s. 
Could they persuade the building, as a 
patriotic gesture, to donate the space to 
the Government? They could, Furni- 
ture? Messrs. Anderson and Earls 
seemed to pull right out of their hats 
sufficient office equipment. While the 
Government was paying rent and buying 
furniture for the majority of draft 
boards, this particular board, officed in 
a central, modern building, cost the 
Government just one typewriter and one 
filing case. 

How Boards Function 

Then they went to work. There. is 

infinite detail involved in the operation 


of a draft board. Governmental red 
tape, a by-word in the American lan- 
guage, becomes a constant irritation 
when one has to live with it every day. 
The assigning of the order numbers after 
the serial numbers had been drawn in 
the famous capsule episode at Washing- 
ton was a painstaking process. A board 
which goes through it without a bobble, 
as did Local Board No. 17 in Cincinnati, 
has accomplished much. 


Questionnaires come next. They are 
confusing, and in many parts, obscure. 
Each question must be answered by each 
registrant; nothing can be taken for 
granted. After the questionnaires, come 
the boys. They come in droves, asking 
questions to which a member of the 
board is supposed to have the ready 
answer. Each man has his individual 
problem, and must be treated individ- 
ually. 

The draft boards have wide latitude. 
The Government agency must be metic- 
ulous in observing the forms as set 
down, even when the order comes to 
send out a form in triplicate, to four 
different places. But when it comes 
down to the vital questions, the board is 
on its own. Such questions as these 
must be decided every day: if a man’s 
wife works or has an independent in- 
come, is she independent within the 
meaning of the act, and is he, therefore, 
subject to the draft? That-is the ques- 
tion most often brought up, on which 
no rule is laid down. In one place the 
book says that such cases should be 
considered sympathetically, because it is 
not the purpose of the law to break up 
homes. A little further down, it says 
the guage is the financial dependence 
of the wife on the husband. 

Such questions as these come up every 
day: the rich man’s son whose family 
is financially independent—should the 
fact that he has a child make him ex- 
empt from the draft? The woman base- 
ball fan whose husband has left her 
and her child because she stayed late to 
ballgames—is he supporting that child? 
The common law wife, a dependent un- 
der the law; the Negro who puts him- 
self down as a felon because he was 
once arrested for disorderly conduct and 
spent a night in jail. The slicker who 
claims to be a felon because he knows 
that as such he would be unacceptable 
to the Army. The evader who claims 
some obscure disease that the doctors 
cannot root out. The young college man 
who feels that because he is a college 
man, he must have particular favor, 
and not be subjected to the rigors of 
the training camp. The man who feels 
confident that he is what the regulations 
call a “necessary man” in industry, when 
the concern he represents does not so 
consider him. . The young radio an- 
nouncer who thinks the world will be 
lost if it fails to hear his dulcet tones 
on the air. The conscientious objector. 
The youth who comes in leading by the 
hand the fruit of his martial union, 
living evidence that he has a genuine 
claim of a dependent. 

So it goes; each case individual and 
each one a little bit different from the 
others. The board must interview not 
only the draftees, themselves, but wives, 
mothers and girl friends; sisters and 
cousins and aunts. A board meeting 
sounds like a cross between a Court of 
Domestic Relations and radio’s Good- 
will Hour. A board member acts as 
judge, bar and jury; priest, parent 
and policeman; guide, philosopher and 
friend. 

Draw on Experience 

In such many-sided capacity, the in- 

surance man, unconsciously perhaps, 


brings all of his talents and experience 
into play. The qualities which make 
him a successful insurance man, serve 
him well. His capacity for reading the 
characters of men is invaluable to him. 
The mind trained to judge whether a 
life insurance policy carries a genuine 
insurable interest, or there is an element 
of fraud in a property insurance claim, 
knows instinctively what is below the 
surface of a registrant’s mind. 

Sometimes it seems as if Messrs. Earls 
and Anderson can actually read between 
the lines of a questionnaire. When there 
is any question about the correctness 
of the statements made, and the regis- 
trant is called before the board, they 
have a genius for ferreting out the 
truth. Where a man is honest in his 
statements, he needs have no fear. If 
he is insolent and boastful, or in guard- 
ing a carefully concealed secret, he may 
be sure that the crust of his insolence 
will be pierced; that his secret will 
be laid bare. 

In the general work of the board, the 
two men have distinctive approaches. 
At a conservative estimate, Mr. Earls, 
as chairman, is devoting half of his time 
to this work. Mr. Anderson is always 
on call. The human touch predominates 
in Mr. Earls’ relationship with the regis- 
trants. Mr. Anderson’s forte is files 
and records. Both are patient with the 
problems of the individual, and both are 
hard boiled when the occasion demands. 

So far, Local Board No. 17 has been 
in the national limelight on two counts. 
The first was as the only local board 
in the entire country which had a volun- 
teer for the first call in November who 
simply failed to show up. This lad had 
appeared so anxious to join the army 
that, even though the doctor found his 
case doubtful, he recommended that he 
be sent. He sat through the induction 
ceremonies conducted by Mr. Earls with 
as much form and ceremony as he had 
conducted meetings of the Ohio Asso- 
ciation. He listened with apparent feel- 
ing to the words of the members of the 
board and the advisory board, the Gov- 
ernment Appeal Agent, the Government 
Inspector, all lauding these first three 
boys who were so impatient to serve 
their country that they could not wait 
for the draft. 


Handling Cases 

The morning the boys were ordered 
to assemble for the short trip to Fort 
Thomas, Kentucky, this boy did not ap- 
pear. Later in the day, a penny Govern- 
ment post card from him announced that 
he had gone to visit his family in Ken- 
tucky, couldn’t get back, and please send 
somebody in his place. The inspector 
went to headquarters in Columbus but 
nobody could say what should be done. 
The newspapers were full of talk about 
making an example of this boy, lest the 
entire Selective Service system fall down. 
Mr. Earls bided his time. When the 
lad appeared, he was stern enough in 
the beginning, pointing out the serious- 
ness of the offense. But the boy with 
his wide blue eyes, his thin sweater and 
the paper bag carrying his worldly goods 
went on his way with the blessings of a 
misty-eyed chairman. He was rejected 
promptly. The next day the board sent 
out a Russian boy—a prize fighter of 
local renown, who boasted that his 
brother is boxing champion of the Navy. 
Mr. Earls asked him if he could beat 
his brother. He said a little guy always 
outsmarts a big one. He got in. 

The other big news in the board con- 
cerns a handsome patrolman—one of 
Cincinnati’s finest. He has served six 
years in the Marine Corps and two in 


(Continued on Page 13) 
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Three-Year Prudential Examination 





$21,269; taxes, licenses, and fees $189,280; 
and other expenses $290,604. 

The number of home office staff em- 
ployes is 10,095, exclusive of officers, and 
field employes ‘number 28,195. 


Completed Under Zone System The accounting, legal and miscellan- 


The Prudential has just undergone an 
examination covering three years by 
state Insurance Department examiners, 
which required fifteen months and the 
efforts of thirty men at times, in addi- 
tion to a representative of each of five 
zones of eight states each. The examin- 
ation was the first made of the Pru- 
dential on the zone plan of the National 
Association of Insurance Commissioners. 
This examination was made as_ of 
December 31, 1939 and the next previous 
examination as of December 31, 1936. 

Admitted assets at the close of 1939 
were $4,021,745,646, an increase of $653,- 
971,963 over 1936. Liabilities totaled 
$3,941,154,806, an increase of $650,027,204. 
Capital and surplus is $80,590,840, up 
$3,944,759. 

Real Estate Items 

The book value of real estate is given 
as $217,198,973, down $52,627,590, or 
1914%. The real estate is divided into 
three classes: home office, housing, and 
foreclosed, with book values of $18,576,- 
211, $4,441,146 and $194,181,616 respec- 
tively. Based on the book values the 
net profit on sales was $15,349,187. Of 
the 23,357 foreclosed parcels owned at 
December 31, 1939, 4,917 were under 
contract of sale. 

Investment in mortgage loans is shown 
as $1,000,545,430, consisting of $999,223,- 
425 of unpaid principal on 140,167 loans, 
and $1,322,004 representing advances for 
taxes, insurance premiums and other 
charges. The report points out that 
there has been an increase of 79.57% 
in amount of instalment city loans, a 
decrease of 9.37% in straight city loans 
and an increase of 30.12% in farm loans. 

Policy loans and liens are shown at 
$318,760,466, up $31,717,469. Interest due 
and accrued on these items, after de- 
ducting unearned interest. amounted to 
$13,126,886. 

Bonds and Stocks 


The book value of bonds and stocks 
is given as $2,284,740,190, of which $69,- 
207,050 is stock and $2,215,533,140 bonds. 
United States Government bonds con- 
stitute over 40% of all bonds owned, and 
this class increased 76% over 1936. Only 
21%4% of all bonds, based on book value, 
were in default as to principal or interest 
or both. Bonds and stocks sold or re- 
deemed produced a net profit of $8,386,- 
164 and earnings from interest and divi- 
dends amounted to $209,874,350. 

Earnings on the mean investment in 
real estate, mortgage loans, policy loans 
and bonds and stocks were 4.14% for 
1937, 3.91% for 1938, 3.92% for 1939 
and 3.98% for the entire three years. 

Depositories Number 419 

Cash on hand, in transit and on de- 
posit in banks and trust companies 
totaled $92,398,881. A total of 419 banks 
are used as depositories. 

Of the total liabilities of $3,941,154,806, 
the actuarial reserves amounted to $3 - 
653,163,127 and included contingency re- 
serves of $128,801,620. The present value 
of amounts not yet due on supplement- 
ary contracts not involving life contin- 
gencies is $113,148,092. Policy claims and 
losses outstanding at December 31, 1939 
were $29,153,137, of which $11,510,000 rep- 
resents estimated net losses incurred but 


not reported to the company at the end 


of the year. 


Policyholders’ Dividends 
Dividends left with the company to | 
accumulate at interest, and accrued in- New 
account for liability of 
Policyholders’ 
excluding 


terest thereon, 
$23,841,207, up $9,700,265. 


dividends due and declared, 
$700,000 applicable to casualty business, 
which $1,775,823 
represented dividends due and $58,498,643 
dividends declared in 1939 and payable 
in 1940, compared with $58,028,252 in 1936. 
Trustees Return Dividends 

The outstanding capital stock of the 
company is $2,000,000, consisting of 40,000 
Under the pro- 
cess of mutualization there has been 
acquired 39,415.24 shares which are held 
for the benefit of policyholders by trus- 
tees appointed in accordance with New 
Regular and_ special 


totaled $60,274,466, of 


shares of $50 par value. 


Jersey statutes. 


dividends 


to the company. 


Income and Outgo 

The total income from policyholders’ 
premiums for the three years was $1,- 
949,632,447, or 11.6% over the preceding 
Payments made to policy- 
holders and their beneficiaries were as 
death claims $394,596,801, addi- 
tional accidental death benefits $15,867,- bell, 
$87,810,734, 
permanent and total disability $38,483,385, 
total for the three years $536,758,015. 
Surrender values paid totaled $457,013,- 
165, of which $325,043,203 was applicable 
to Industrial and $131,969,961 to Ordin- 


three year. 
follows: 


094, matured endowments 


aggregating $1,190,000 
paid during the three year period, of 
which $1,172,603, applicable to shares held 
by the trustees, was returned by them 


eous portions of the examination were 
directed by Assistant Chief Examiner 
Mortimer Schrot, and the actuarial, 
mathematical and allied features by 
Alfred N. Guertin, actuary, and Daniel 
. Lyons, chief assistant actuary, of the 
- Jersey Department of Banking 
and Insurance, in collaboration with the 
zone representatives. 





Life Presidents Tell 
Attitude on Air Travel 


The Air Transport Association queried 
twenty-six life companies to learn their 
practice concerning coverage of travelers 
by air. It was shown that of the twenty- 
six companies, ten do not impose any 
restrictions. Twelve companies require 
only that the policyholder’s air travel be 
not excessive, three did not. wish to 
make any statement and one has not 
yet issued any policies to air travelers 
for the full amount of its maximum pub- 
lished limit. 

The association published an adver- 
tisement in Newsweek, December 9, and 
will run it again in Time, January 20, 
telling what six company presidents say 
about air travel. They are Frazar B. 
Wilde, Connecticut General; Lewis W. 
Douglas, Mutual of New York; A. N. 
Kemp, Pacific Mutual; James A. Ful- 
ton, Home of New York; F. W. Hub- 
Equitable of Iowa and John A. 
Stevenson, Penn Mutual. 


Nebraska Underwriters And 


Lawyers Reach Agreement 


were 





$266 od ae Pa ong ae The report of a special committee on 
are premiums $55,716,337 ; applied 2" agreement between attorneys and 


to purchase paid-up additions $179,752,- 
157; paid in cash $17,331,243: 
company to accumulate at interest $13,- 


548,530. 


Operating Expenses 
The acquisition costs and operating 
expenses are given as follows: 


sions to agents $180,601,771 ; 


compensation of officers, 


expenses $153,436,195, 
licenses and fees. 
for these latter items, 
estate taxes, 


for 1938 $15,461,654; 
$46,039,496. 


Accident and Health 
The report points out that a separate 
annual statement is prepared for acci- 
Premium in- 
from this source totaled $7,364,- 
Disburse- 


dent and health business. 
come 


598 for the three year period. 
ments similar in nature to those set 
forth in the preceding paragraph were: 
908,112; dividends 
to policyholders $1,547, 905’: dividends and 
held on deposit, 
commissions $355,532; 
salaries and all other compensation of 
directors, and home office em- 
branch office salaries, 
traveling and other expenses of agents 
not paid by commission 


losses and claims $3,908 


interest thereon, 
rendered $75,891; 
officers, 
ployes, 


$494,244 ; 


and employes 


left with 


commis- 
supervision 
and expenses of agencies and branch 
offices $53,509,032; salaries and all other 
directors and 
home office employes $49,721,470; other 
excluding 
The disbursements 
excluding real 
for 1937 were $14,428,773; 
for 1939 $16,149,069, 
making a total for the three years of 


taxes, 


life underwriters regarding the practice 
of law was adopted at a meeting of the 
Nebraska State Bar Association. 


The agreement provides that a life 
underwriter has no right to practice law 
or give legal advice. At the same time 
the association asked that attorneys in- 
vited to examine an insurance program 
by a client refrain from disparaging such 
a suggested program without due in- 
vestigation. The underwriters said that 
it was the adverse attitude of some at- 
torneys that started the underwriters 
to steering business to certain attorneys 
whom they felt were properly informed 
on insurance matters. 

The agreement further provided that 
no life underwriter attempt to divert 
legal business from one attorney to 
another, that no life underwriter would 
share or participate in an attorney’s fee, 
and that any life underwriter may obtain 
legal advice or a written legal opinion 
from an attorney for his own guidance, 
but not to circularize any such legal 
opinion or to use it as a selling 
document. 





TO RETAIN DIVIDEND SCALE 

Mutual Benefit Life has announced 
that the dividend scale in use in 1940, 
including the rate of 3.50% applicable 
to settlement options and the dividend 
accumulation rate of 3.25%, will be con- 
tinued during 1941. 


sur- 
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MAJOR R. F. MIGDALSKI RESIGN§ 







































Bierbaum, Chicago Producer, Appoin 
Company’s First General 

Agent in Brooklyn 

The Mutual Benefit has appointed] 
Raymond F. Bierbaum as its first gem 
eral agent in Brooklyn, as announced ff 
The Eastern Underwriter of last week 
Mr. Bierbaum, one of the company 
leading producers for the past two years 
has been located at Chicago. Major R 
F. Migdalski, who has been managing 
agent for the Mutual Benefit in Brook 
lyn, has resigned, as of December 31. 
A native of Illinois, Mr. Bierbaun 
was graduated from Elmhurst College af 
Elmhurst, Ill, and entered the selling 
field with the National Cash Register 
Co., shifting to the life insurance bust 
ness in 1931, and joining the Mutual 
3enefit as supervisor of the Peoria 
agency in 1937. 
After a successful year as supervisor 
and production manager at Peoria, Mr, 
Bierbaum went to Chicago and has de- 
voted his time entirely to personal pro- 
duction for the past two years. After 








one year in Chicago he was top man inf tal sir 
his agency and qualified for membership® effecti 
in the National Associates, an honorary§ aynour 


group of the top twenty-five Mutual 


3enefit producers. Jenkin 





Major Migdalski entered life insurance Mr. 
with the Mutual Benefit’s New Yorke for th 
City agency in 1921, after nineteen years after 
in the U. S. Cavalry, during which hejf Unives 
advanced through the ranks from pri-™™ built 
vate to major. He has been with theg that wv 
company since 1921 in various super- mum 
visory and managerial capacities. ceased 

for Nc 
founde 


Declaratory Judgment Sac ¢ 
Denied in Richmond Case} ¥¢"s 


, - igcaee twenty 
The United States Circuit Court off volume 


Appeals, Richmond, Va., has held thag o,,, 
Mutual Life of New York is not entitled tal * 
to a declaratory judgment in a case in ati 
volving disability in connection with pol-§ He att 
icies totaling $20,000 carried in that com- foe me 
pany by Samuel B. Moyle. In _ its Detroi 
opinion the court said: “The declaratory Fat 

judgment act is an important develop o¢ Fy 
ment in procedural law and should be ~ an 
liberally construed. We are not ag» ig 
liberty, however, to enlarge jurisdiction Fad : 


of the court because of sympathy with 
its purposes. To sustain the conten- Mr. 
tion of the plaintiff in this case would Manag 
be to draw within the Federal jurisdic ent 





tion a large part of the litigation over preside 

disability insurance claims involving fat™ 1937-38 

less than the jurisdictional amounts.” ge 
n 

the ar 

McFARLANE CHICAGO SPEAKER } \, ‘\; 


Starting of the Saturday morning® & Co. 
forums on January 18 and the associa-§ tion | 
tion luncheon meeting on January 24 are® was m 
the highlights of the resumption of ac¥ 1938 | 


tivities of the Chicago Association o§ agency 
Life Underwriters after the first of the§ soon | 
year. Guest speaker at_the luncheon of tha 


meeting will be Frank L. McFarlaneg J. EF 
CLU, of Cleveland. Mr. McFarlane in th, 
associated with the Aetna Life, will speak 
on “What’s the Top?” He is a past 
president of the Cleveland Association of 
Life Underwriters. 
















a 
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McKeough to Succeed 
Stafford at Chicago 


AS OCCIDENTAL BRANCH MGR. 





Stafford to Assume New Position as 
Home Office Supervisor at 
Los Angeles 


Ww. N. Stafford, branch manager at 
Chicago for the Occidental Life, has re- 
Isioned that post to become a home office 
supervisor with headquarters at Los An- 
geles. Appointed to succeed him as head 
of the Chicago branch was Alan E. Mc- 
utual Keough, who has been a home office 
gent supervisor in the Midwest for Occiden- 


= SIGN: 


. 
i 






point 


pointed 
‘st gen 
inced if 
t week 
npany$§ 
O yearg 
ajor R 
anaging 
3 rook} 
r 3i 
erbaum 
llege at 
selling 
fegister 
e busi- 
Mutual 


Peoria 





















er visor 
ia, Mr 
las de- 
al pro- 
After 
man in 
bershit 


Foto-Ad 
A. E. McKEOUGH 
The 


according to an 


tal since September. changes are 


effective immediately, 


Muted Fannouncement by Vice-President V. H. 
ae Jenkins. 
urance Mr. Stafford began selling insurance 
York for the former Illinois Life two years 
1 years after graduating from Northwestern 
ich hem University. Appointed general agent, he 
m prif built up an agency for that company 
th them that was its largest in volume and pre- 
super-@ mium production when the company 
ceased operations in 1932. As a manager 
for Northwestern National, Mr. Stafford 


founded that company’s Number 1 La- 
Salle Street office in 1933, which in five 
years grew into an organization with 
twenty-seven full-time men and a paid 


Case 













urt e volume of more than $12,000,000. 
d Opening a Chicago office for Occiden- 
sc tal in June, 1939, Mr. Stafford has done 
fh pol another outstanding agency-building job. 
+ com He attended the Research Bureau school 
In & for managers at Chicago in 1925 and at 
‘® Detroit in 1929, and completed the life 

ratory 
velop: insurance course of the Wharton School 
ld & of Finance at the University of Penn- 
ot & sylvania. He has been active in the ( ‘hi- 
liction (280° Association of Life Underwriters 
+ withy since 1928. 
onten- Mr. McKeough, new Chicago branch 
would Manager, is one of Chicago’s most prom- 
risdic- nent life insurance men, having been 
1 overm™ President of the Chicago Association in 
ne farle 1937-38 and elected vice- -president of the 
ts.” lllinois State Association in 1940. 

= 1919, following his discharge from 

the army where he served as lieutenant, 
KER Mr. McKeough joined W. A. Alexander 
orningg & Co. He became one of the produc- 
soci tion leaders of that large agency, and 
24 art® was made a Unit Manager in 1935. In 
of acH 1938 he resigned to start a Chicago 
on O'@ agency for the Ohio National Life, which 
of the# soon became one of the leading units 
cheon§ of that company on a paid volume basis. 
irlané _ J. Edward Carnal, brokerage manager 
rlan¢@ in the Chicago office, will retain his 
speak Post, and G. N. Stafford, brother of W. 
_ past Stafford, will also remain in the 
ion of once in his present supervisory posi- 

10n, 








General American Life 


Names 3 Representatives 


James A. Hands, E. V. Boisaubin and 
Erwin J. Druke have been appointed rep- 
resentatives of the General American 
Life of St. Louis. 

Mr Hands, who will be agency super- 
visor in Missouri and Illinois is the son 
of the late Leonard T. Hands who was 
insurance commissioner of the state of 
Michigan for six years and who found- 
ed the Michigan Life in 1928. A gradu- 
ate of Michigan State, Mr. Hands has 
been employed in the company his 
father founded as salesman, assistant ac- 
tuary, head of conservation activities 
and, recently, as head of the agency de- 
partment directing sales organization. 

Mr. Boisaubin, native of St. Louis and 
a graduate of St. Louis University Law 
School, will be accident and health su- 
pervisor for General American Life’s St. 
Louis agency. 

The General Insurance Corp., of which 
Mr. Druke is president, will act as gen- 
eral agent for General American Life at 
Phoenix, Ariz. He has ten years of ex- 
perience in insurance selling. 


J. H. Clyne Heads Albany 
Agency of Phoenix Mutual 
New 


of Phoenix 
Clyne, succeeding Warren F. 


manager of the Albany agency 
Mutual Life is John H. 
Howe, who 





JOHN H. CLYNE 


has joined the educational department 
of another company. 
Formerly an advertising man in New 


Haven, Mr. Clyne joined the Phoenix 
Mutual agency there in 1936. An out- 
standing job of selling and. servicing 


earned him a place on the president’s 
field staff of the company in 1937 and 
in 1938 he was made a supervisor and 
took the supervisors’ training course at 
the home office. He has served jas. su- 
pervisor for Phoenix Mutual agencies 
at Hartford, Baltimore, Detroit and New 
York. 


N’western Mutual Meeting 


Eastern agencies of the Northwestern 
Mutual Life are meeting today at the 
Waldorf-Astoria. President M. J. Cleary 
will address the gathering at luncheon 
meeting tomorrow. 





NEW BRANCH AT PHOENIX 

An agency branch containing life, ac- 
cident and Group departments was 
opened in Phoenix, Ariz., by the Trav- 
elers January 2. The office is in the 
Luhrs Building and will operate un- 
der jurisdiction of the Los Angeles 
branch. 





BOGARDUS A DIRECTOR 
J. O. Bogardus, manager of Boston 
(B) agency, Union Mutual Life, has 
been elected a director of the life man- 
agers association of that city. 








John Hancock Names New 
Kansas City General Agent 


HARRY H. WELSH, JR. 

John Hancock Mutual has appointed 
Harry H. Welsh, Jr., general agent at 
Kansas City, Mo., succeeding Carlos F. 


Schuster who has gone to Los Angeles 
in charge of the company’s brokerage 
department there. He has been unit 
manager of the Kansas City agency 
since November 1928 and is a native 
of Missouri. He was graduated from 
University of Missouri and has spent 


his entire business career in life insur- 
ance in Kansas City. 

While in college he was active in 
many organizations. During the last ten 
years he has been president of the 
Missouri Alumni Association, chairman 
of the awards committee and member 
of the athletic committee. He is also 
a member of the board of governors of 
the Municipal Auditorium and of the 
Chamber of Commerce. 


Schroder Pacific Mutual 
G. A. at New Orleans 


Roy A. Schroder has been appointed 
general agent for Pacific Mutual Life 
at New Orleans. As a member of the 
Paschall-Gist agency in Los Angeles, 
Mr. Schroder led the company in pro- 
duction during 1938 and became presi- 
dent of the Pacific Mutual Big Tree 
Club for 1939. First entering life in- 
surance in the Middle West with Pacific 
Mutual, he later moved to the Pacific 
Coast in 1936 and has successively qual- 
ified as a substantial producer each year. 
Mr. Schroder’s offices are in the Hiber- 
nia Bank Building. 








President Tritton Of 
London Equitable Dead 


H. L. M. Tritton, president, Equitable 
Life, London, has died in his seventy- 
first year. He was the eldest son of 
the late J. H. Tritton, was educated at 
F.ton and Cambridge and was a director 
of the London board, Bank of New South 
Wales and of Barclays Bank, one of the 
five great joint stock banks of the 
United Kingdom. He is survived by his 
widow and two daughters. 


C. C. JONES, JR., PRESIDENT 

Claude C. Jones, Jr., Indianapolis, gen- 
eral agent for Connecticut Mutual, has 
been elected president of the Indian- 
apolis General Agents & Managers As- 
sociation. Other officers are Virgil W. 
Stamms, general agent Mutual Benefit, 
vice-president, and Paul Speicher, man- 
aging editor Insurance Research and Re- 
view Service, reelected secretary- treas- 
urer. Mr. Jones is vice-president of the 
Indiana State Association of Life Un- 
derwriters, Indiana civilian aid to the 
Secretary of War and a member of the 
American Legion, Columbus Club and 
Indianapolis Country Club. 








Cummings Advanced By 
New England Mutual 


NEW GEN’L AGENT IN ALBANY 


Formerly Production Manager in New- 
ark, Succeeds Acting mead 
James P. Hall 


Robert L. Cummings, for the past two 
years manager at the New 
England Mutual general agency in New- 
ark, has been appointed general agent 
for that company at Albany, effective 
January 2. He succeeds James P. Hall, 
who has served as acting manager of 
the Albany office for the past six months. 


production 





CUM MINGS 


ROBERT L. 


Mr. Hall will return to his duties as 
azency supervisor at the home office in 
Boston. 

Mr. Cummings, a native of North 


Carolina, entered the life insurance field 
in 1933, after some years in the orna- 
mental-iron business. He joined New 
England Mutual as an agent in 1935 and 
within three years had been advanced 
to the post in Newark which he relin- 
quishes to move to Albany. 

The offices of the New England Mu- 
tual agency in Albany will be moved, on 
January 8, from their present location 
in the National Savings Bank Building 
at 90 State Street, to new quarters in 
the State Bank Building, 75 State Street. 


Great National of Dallas 


Announces 2 Appointments 


Baldwin and G. C. Mcllheran 
appointed agency managers 
National Life of Dallas 
Corpus Christi, Texas, 





[i 
have been 
ior the Great 
at Austin and 
respectively. 

Mr. Baldwin has spent seven of his 
twenty-two years in the insurance busi- 
ness as Austin manager for the South- 
land Life of Dallas. Associated with 
h'm in his new office are Ted Thompson 
and P. J. Rutledge, president of the 
Austin Association of Life Underwriters. 

age Ilheran will assume his new duties 
as agency manager at Corpus Christi 
saaeiuanel: He has been a personal 
producer in that Dallas agency of the 
Great National for the past eleven years. 


SHURROCKS MADE SUPERVISOR 
A. Otis Shurrocks has been appointed 
supervisor of the Walter H. Boireau 
agency of the Berkshire Life at Boston. 
\ 1923 graduate of Tufts College, he 
has been in insurance for fourteen years, 
formerly with the State Mutual Life. 


Harold G. Greenwood, assistant super- 
intendent for Prudential at Vancouver, 
has been transferred to the same post 
at New Westminster. 
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Record Crowd Forecast 
For New York Meeting 


AT MANHATTAN CENTER, JAN. 14 





Four National Association Officers To 
Be Speakers for Two-Ses- 
sion Meeting 





With an all-star line-up of speakers 
assuring a brilliant and worthwhile pro- 
gram, one of the largest crowds of life 
underwriters in history is expected at 
the “Member-Guest Sales Meeting” to 
be sponsored by the Life Underwriters 
Association of the City of New York 
and the National Association of Life 
Underwriters at the Manhattan Center 
Auditorium, at 34th Street and 8th Ave- 
nue, on Tuesday, January 14. 

Harry T. Wright, Charles’ J. Zimmer- 
man, John A. Witherspoon, and Grant 
‘Taggart, all ranking officers of the Na- 
tional Association and outstanding pro- 
ducers, will appear. Presiding will be 
Paul C, Sanborn, general agent for Con- 
necticut Mutual at Boston and a Na- 
tional Association trustee, and Walter 
kE. Barton, Union Central manager in 
New York and treasurer of the National 
Association, is honorary chairman. 

President Lloyd Patterson of the New 
York City Association announces that 
all life insurance agents in the Greater 
New York area will be welcomed, wheth- 
er or not they are members of the asso- 
ciation. To accommodate the large at- 
tendance expected, the program will be 
presented twice on the same day, with 
an afternoon session at 3:30 and an eve- 
ning meeting to start at 8:00, both on 
January 14. Manhattan Center Audi- 
torium, where the sales programs will 
be held, comfortably seats 4,000 people 
and has been recently redecorated. 

A similar program, presented at 
Boston early in December, drew a more- 
than-capacity crowd of 2,250 life under- 
writers in that city. It is expected that 
the January 14 meeting will jam the 
auditorium at both sessions, as the 
speakers are all famous both for na- 
tional association activities and for their 
proven records of accomplishment and 
ability to talk interestingly and effec- 
tively on sales subjects. 

Harry T. Wright, Equitable Society 
representative in Chicago, is president 
of the National Association and long a 
member of the Million Dollar Round 
Table, chairman in 1936; Charles J. Zim- 
merman, immediate past-president, now 
general agent in Chicago for Connecticut 
Mutual, has a reputation as an agency 
organizer and supervisor, much of it 
built up in the Greater New York area; 
John A. Witherspoon, vice-president, 
John Hancock general agent in Nash- 
ville, is much in demand at sales meet- 
ings and congresses for his famous talks 
on Motivation; and Grant Taggart, new 
National Association secretary, has sold 
enough policies each year in the sparse- 
ly settled territory around Cowley, 
Wyoming, to qualify for the Million 
Dollar Round Table, of which he was 
chairman in 1937. 


ZIMMERMAN AGENCY MEETING 

The Charles J. Zimmerman agency of 
Connecticut Mutual in Chicago held 
a sales meeting January 3 at LaSalle 
Hotel, at which time plans for the year 
were laid. Vice-President Vincent B. 
Coffin from the home office presided 
at both the morning and afternoon ses- 
sions. The agency’s Christmas party 
was held that evening. 


HOY MADE HONORARY MEMBER 

Ernest C. Hoy, who was recently ap- 
pointed Chicago branch manager for Sun 
Life of Canada, has been elected an 
honorary life member of the Life Un- 
derwriters Association of Northern New 
Jersey of which he was president last 
year, having formerly been stationed in 
Newark. 











Col. A. P. Osborn, general agent of 
Lincoln National Life at Kansas City 
since 1907, was recently honored by the 
General Agents and Managers Associa- 
tion on his forty-eighth anniversary in 
the life insurance business. 





Recent Court Decisions 





Author, “The Law Relating 


Interpleader Action Costs 
Not Allowed Insurance Co. 


Two claimants, a bank and the exec- 
tors of the insured, claimed the proceeds 
of a life policy on which was admittedly 
payable, after indebtedness to the in- 
surance company, about $61,000. Each 
claimant threatened suit. The insur- 
ance company filed a bill in equity for 
an interpleader to relieve itself of the 
danger or inconvenience of being com- 
pelled to defend two actions and the 
possibility of being compelled to pay 
more than once the proceeds of the 


policy. 
The issue resulted in favor of the 
bank. The court, however, refused to 


grant the insurance company’s request 
for a counsel fee to be paid out of the 


fund paid into court. The insurance 
company appealed. ] 
he Pennsylvania Superior Court, 


Metropolitan Life v. Doty, 14 Atl. 878, 
sustained the adjudication of the lower 
court (35) Pa. Dist: «& Co: R:. 331),. ot 
said that the fund in this case is the 
proceeds of a contract to which the in- 
surance company is a party, “which as- 
sumed the ordinary and usual burden 
of making payment to the person legally 
entitled to it.” 

The law allows a bill of interpleader 
to determine which of several. rival 
claimants is legally entitled to the 
money. 

“But,” the Pennsylvania Superior 
Court says, “this proceeding is solely 
for the benefit of the debtor, or the 
person who has contracted to pay the 
money; and not for the advantage of 


Compiled by John Simpson 





to Automobile Insurance” 


the rival claimants. Hence there is no 
valid reason why the party legally en- 
titled to the money should be required 
to pay the counsel of the debtor his 
fee for instituting proceedings which 
were for the sole benefit of his client 
who applied for the interpleader. 

The protection which the appellant 
secured by way of relief from the in- 
convenience or danger of being compelled 
to defend two actions and from the 
possibility of having to pay the fund 
twice, is easily worth the expense of 
the counsel fee of its own attorney 
whose services operated solely to its 
own benefit. 

The decree of the Court of Common 
Pleas was affirmed. 


Life Policy Held Void But 


Estate Recovers Premiums 


After an insurance company had de- 
feated an action by the beneficiary to 
recover under a life policy, the adminis- 
trator of the insured brought an action 
against the company for the return of 
the premiums paid by the insured. 

The insured, in a $1,000 policy, had 
named his father beneficiary and died 
twenty-one months after his application. 
Before suit by the beneficiary the com- 
pany elected to rescind and offered to 
return the premiums paid, on the ground 
of concealment by the insured that he 
had pulmonary tuberculosis. In connec- 
tion with its defense in that action the 
company offered to return the paid pre- 
miums to the beneficiary. Both offers 
were rejected. 

The New York Supreme Court, Ap- 
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pellate Term, First Department, LaRoecg 
v. John Hancock Life, 19 N. Y. S. 24 
942, said that notwithstanding the in. 
sured’s misrepresentations on conceal- 
ment the insurer, having rescinded and 
offered to return the premiums paid, 
was required to return such premiums 
if the policy was declared void. 


No New York State Authority 


There is no express authority in New 
York State as to whether. the estate 
could recover, but the court cited a num- 
ber of cases in other states which def. 
nitely consider the proposition. It found 
that cases in Kentucky, Indiana and 
Minnesota hold that a tender to the! 
beneficiary is proper. On the other) 
hand, cases in Illinois, Missouri, Arizona 
and North Dakota decide that insured’s 
estate alone has a proper claim to the 
return of such premiums. 

The court concluded that: “Until there 
has been an adjudication by the court 
that the policy is void, any claim under) 
it inures to the beneficiary. After there! 
has been such adjudication adverse to” 
the beneficiary, the right to the return’ 


of the premiums belongs to the estate.” 


Judgment awarding refund of the pre-7 
mium to the administrator was therefore” 
affirmed. ‘ 





Mississippi Holds Invalid 
Sunday Transfer of Policy 


The insured under a life insurance 
certificate issued in Mississippi named his 
niece as the beneficiary. After about) 
seven years, four hours before his death, 
he requested his employer, as his agent, 
to change the beneficiary from his niece 
to his brother. This entire transaction! 
was made and completed on Sunday. [| 

An interpleader action was brought) 
wherein the insurance fund paid into 
court by the insurance company was) 
claimed by the brother and the niece 

The Federal District Court for South- 
ern Mississippi held that the change of 
beneficiary was a secular transaction 
which was void because it took place on! 
Sunday and gave judgment for the niece. 


This was a‘irmed by the Fifth Circuit\” 


Court of Appeals, Thompson v. Weems, 
111 F. 2d 566. " 
Disposal Not a Gift 

“The act of the deceased,” the courth 
said, “was not a testamentary disposi-[ 
tion of property. It was not a gift for) 
several reasons. The policy had no cash) 
value prior to death; there was no de-) 
livery; and the transaction was between} 
the insurer and the insured. The in-| 
sured had paid for the right to change — 
the beneficiary at will, and he could) 
make that change on any secular day 
as often as he desired; but he did not? 
have the right to make it on Sunday,” 
which is the decisive point on this ap-) 
peal.” S 

If the insured directed the insurance 
company to do on Sunday an act against! 
the public policy of the state, his direc, 
tion was unlawful and did not have to be) 
obeyed. If he did not intend that the) 
company should make the change on} 
Sunday, “then he died before the time” 
came when he intended the change to) 
take effect, and we are faced with the” 
fact that he merely directed his agent) 
to notify the insurer to change the bene- 7 
ficiary and died (the law revoking the 
agent’s authority) before the latter had 
acted in pursuance of it.” 

_ Court Costs High 

The insurance company claimed over 
7% of the amount paid into court as 
costs and attorney’s fee in the inter- 
pleader. On the undisputed facts the 
trial court was held to have done well 
to decide the vital issue so presented, 
and thereby to save additional expense. 

Sibley, C. J., dissented, holding that 
although changing the beneficiary might 
have been a secular act insured violated 
no law in doing it on Sunday, under 
the only Mississippi statutes cited, pro 
hibiting keeping open stores on Sunday 
and the other laboring at a trade or call- 
















ing “except it be other work of necessity 
or emergency.” Insured’s act, if within 
the letter of the law, could still be 4 
case of emergency, which is necessity, 
if he could not wait till Monday. 
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Floyd Smith Bankers 
Life Manager, El] Paso 


CANTRELL AGENCY SUPERVISOR 





R. J. Williams Resigns After 22 Years 


as Agency Manager; Will Be 
Personal Producer 





Bankers Life of Iowa has announced 
the appointment of Floyd Smith as 
agency manager at El Paso, following 


' the resignation of R. J. Williams, who 





FLOYD SMITH 


has been manager of that office since 
1918 and who will continue there as a 


» salesman. 


Jack Cantrell, another member of the 
El Paso agency, has been appointed 
agency supervisor. His appointment and 
that of Mr, Smith were effective Decem- 
ber 15. 

A leading producer of the Bankers 
Life, Mr. Smith joined the company in 
1922. He has a six-year record of mem- 
bership in the President’s Premier Club, 
highest honor organization for company 
salesmen. Mr. Smith, a bachelor, is an 
active Rotary Club member, a Thirty- 
second degree Mason and Shriner, and 
a steward of the Trinity Methodist 
church, in El Paso. 

Mr. Cantrell, newly appointed agency 
supervisor, has consistently ranked 
among Bankers Life top-notchers since 
he became a member of the El Paso 
agency in 1926. 





217 Broadway Pru Agency 
Business and Staff Split 


The division of the Prudential Ordin- 
ary agency at 217 Broadway, New York, 
announced in The Eastern Underwriter 
of December 13, has been completed, ef- 
fective January 2. The business in force, 
and the supervisory and clerical staff 
of the agency have been divided among 
three other New York agencies of the 
company, the Gerald A. Eubank agency 
at 40 Wall Street, the Harris L. Wofford 
agency at 90 John Street, and Stewart, 
Hencken & Will, Inc., 80 Maiden Lane. 

Leo Blatz, who has been acting man- 

ager of the 217 Broadway agency since 
the retirement of P. R. Garrison in 
June, has been made office manager 
of the Gerald A. Eubank agency, and 
Aaron Press, who has been assistant 
manager uptown, will be assistant man- 
ager of the brokerage department there. 
Also in the brokerage department will 
be George Butner, Al Mehrvach, Harold 
H. Moore, and Miss Katherine McGloin. 
Alfred G. Schneider will be assistant 
cashier, and Louis P. Robinson will stay 
in his present post as head of the estate 
planning department. 
_ Extensive remodeling and alterations 
in the Eubank agency have been carried 
out to allow for the large increase in 
personnel and facilities. 


Continental Assurance 
Makes Robson Manager 


HEADS CHICAGO BRANCH OFFICE 
Was Brokerage Department Head for 
Connecticut General; V.-P. Harry 
Glasgow Resigns 





George R. Robson has been appointed 
resident vice-president of Continental 
Assurance and will have charge of the 
Chicago branch effective January 6. He 
was formerly brokerage department 
manager in Chicago for Connecticut 
General Life. His name will go before 
the board of directors at the annual 
meeting in February for election as a 
full vice-president. Vice-President Harry 
Glasgow has resigned and Mr. Robson 
will replace him. Mr. Glasgow will now 
devote all his time to his personal busi- 
ness. 

Began in New York 

Mr. Robson began in the insurance 
business in New York with one of the 
larger eastern companies. After having 
been a successful personal producer he 
went with Connecticut General in 1927 
as supervisor in New York City. In 
1931 he was transferred to Springfield, 
Mass., as assistant to the general agent. 
His record was such that in 1934, when 
it was decided a special brokerage de- 
partment should be set up in Chicago, 
he was chosen manager. Under his di- 
rection the business produced by that 
department tripled over the last seven 
years, leading to his present position 
with Continental Assurance. 


W. L. Brooks, Charlotte, N.C. 
Has Over Million Paid For 


Greensboro, N. C., Jan. 1—W. L. 
Brooks, Jefferson Standard Life mana- 
ger at Charlotte, N. C., paid for $1,008,- 
000 in 1940 according to home office 
records here at the close of the year. 
Mr. Brooks has been a member of the 
Million Dollar Round Table in the past 
and after the lapse of several years has 
now written the required volume to 
qualify him for the Round Table again. 
The Brooks agency paid for $4,000,000. 








Behan’s 45 Years Service 


Joseph C. Behan, vice-president of the 
Massachusetts Mutual Life, and one of 
the most widely known life insurance 
executives in the business, has complet- 
ed his “first forty-five years” with that 
company and has “started on _ his 
second,” 





VANCOUVER ASS’N OFFICERS 

G. F. Hagelstein, Great-West Life, 
has been elected president of the Life 
Underwriters Association of Vancouver. 
Frank Frederickson, London Life, is first 
vice-president; Ivan Robinson, Pruden- 
tial, is second vice-president, R. A. 
Dorrell, Sun Life, secretary, and Cy 
Atherton, Mutual Life, is treasurer. 





ANNUITY RATES ADVANCED 

State Mutual has adopted new single 
premium annuity rates based on a 
change in the interest assumption from 


3% to 24%. 





Carroll C. Day, Oklahoma general 
agent for Pacific Mutual Life, will be 
guest speaker at the 1941 annual agency 
convention of the Great National Life 
of Dailas. 





Blair Fuller has been appointed agency 
assistant of the Russell L. Hoghe agency 
of the Equitable of Iowa at Los Angeles. 





Harold C. Parker of Calgary is man- 
ager for the Province of Alberta for the 
Montreal Life. 





Corwin L. Hulbert is acting as super- 
visor of agents of the Walter I. Black 
agency of John Hancock at Omaha. Mr. 
Black is currently serving as captain 
in the National Guard. 


Govt. Pays Cos. Under 
Agricultural Program 

$346,773 

Secretary of Agriculture Reports on 


Payments Made Under 1938 Soil 
Conservation Plan 


METROPOLITAN GETS 








A report has been made by Secretary 
of Agriculture Wickard on all payments 
of $1,000 or more under the 1938 soil 
conservation and domestic allotment 
programs. A number of life insurance 
companies received benefits of $100,000 
or more for participating in those pro- 
grams. The company receiving the larg- 
est payment was the Metropolitan Life, 
which got $346,773. There were thirteen 
payments totaling more than $100,000, 
including those which went to two Fed- 
eral land banks and two state agencies. 
The overall total of payments in excess 
of $1,000 was $28,422,685. 

Congress put a stop to big individual 
payments after the 1938 program, plac- 
ing a ceiling of $10,000 on the amount 
any individual or corporate organization 
could draw. 

The companies receiving the largest 
sums were Metropolitan Life, $346,773; 
Equitable Society, $305,491; John Han- 
cock Mutual, $263,322; Prudential, $252,- 
717; Travelers Insurance, $249,630; Union 
Central Life, $184,255; Mutual Benefit, 
$131,455; Northwestern Mutual Life, 
$125,676; Equitable of Iowa, $119,334. 
Aetna Life, $99,378; Connecticut Gen- 
eral, $97,297; Bankers’ Life of Iowa, 
$90,945; General American Life, $50,203. 





Would Protect Companies 
Against Unjust Lawsuits 


John §S. Logan, attorney for the 
Nebraska Department, will recommend 
legislation providing that the Depart- 
ment be given primary jurisdiction over 
all domestic companies. Mr. Logan says 
such a law would prevent costly law- 
suits against companies and stop much 
adverse publicity to insurance, 

As the law now exists three or four 
policyholders may bring a court action 
against a company without just cause. 
As a result the company may be given 
a “black eye” from which it never re- 
covers. It is Mr. Logan’s belief that by 
giving the Department primary jurisdic- 
tion many differences between policy- 
holder and company could be settled 
without court action. 





REGIONAL MEETINGS PLANNED 





Guardian Life Opens Series of Confer- 
ences in New York Today, F. F. 
Weidenborner Directing 


Guardian Life has arranged for a 
number of regional meetings during Jan- 
uary under direction of Agency Vice- 
President Frank F. Weidenborner, As- 
sistant Superintendent of Agencies 
George L. Mendes and Agency Secre- 
tary John C. Slattery. The first one 
will open today in New York for man- 
agers of the seven metropolitan agencies, 
and will continue tomorrow. The other 
meetings will be held as follows: Pitts- 
burgh, January 9 and 10; Chicago, 13 
and 14; St. Louis, 17 and 18; Atlanta, 
21 and 22. 





LEITH DROPS CHAIRMANSHIP 


Gordon Leith has been forced by ill 
health to give up the deputy-chairman- 
ship of the National Mutual Life of 
London, England, but he will retain his 
seat on the board. His association with 
the National Mutual as a director ex- 
tends over twenty-eight years and he 
has been deputy-chairman for nearly 
two years. 





WILL CONTINUE 1940 SCALE 


Bankers Life, Ia. will continue its 
1940 dividend scale into 1941. 





T. A. Colburn, formerly special agent 
at Lincoln for the Mutual Life of New 
York, died December 22 at Omaha. 


Northwestern National 
Reports Gains in 1940 


IN-FORCE GAI 447, OVER 1939 
Minneapolis Company, First to Issue 
Annual Figures; Statement by 


President O, J. Arnold 


Minneapolis, Jan. 1—A gain of $19,- 
463,474 in insurance in force, bringing 
the total to $460,034,187 as of Decem- 
ber 31, a sharp gain in renewal pre- 
miums, and a $5,579,023 increase in assets 
to a total of $80,784,203 feature the fifty- 
sixth annual financial statement issued 
today by Northwestern National Life. 
The insurance in force gain was 44% 
larger than in 1939, 

Contingency reserves, surplus funds 
and capital increased by $212,373 to a 
total of $5,670,291, after adding $100,000 
in excess of legal requirements, to vari- 
ous policy reserves. 

President Arnold’s Statement 

“The substantial increase in insur- 
ance in force is especially encouraging 
because the gain was accomplished on 
approximately the same volume of new 
business,” said President O. J. Arnold 
in commenting on the statement which 
has been the first complete and final 
life insurance company balance sheet to 
be published each year since 1925. “It 
therefore reflects continued improvement 
in persistency of business—a_ reduc- 
tion in terminations from lapse and sur- 
render. This, I feel, results from two 
things: 1940 has been a year of in- 
creasing employment and therefore of 
improved well-being on the part of the 
average family. Second, NWNL’s long- 
range program of lapse prevention is 
getting results.” 

Reflects Splendid Persistency 

New business production in 1940, ex- 
clusive of revivals and increases, amount- 
ed to $59,705,046 as compared with $57,- 
844,015 in 1939. The increase of $19,- 
463,474 insurance in force expressed as 
a percentage of total insurance out- 
standing, was over 40% larger than the 
1940 gain for all life companies as esti- 
mated by the Association of Life In- 
surance Presidents. 

Total premium collections of $10,930,- 
964 in 1940 compared with $10,630,054 in 
1939. The increase, Mr. Arnold pointed 
out, was entirely accounted for by an 
increase in renewal premium, reflecting 
still better maintenance of policies in 
force by their holders. 

Income from all sources totaled $15,- 
587,796. 

Death claim payments to beneficiaries 
totaled $2,264,612 while payments to liv- 
ing policyholders, exclusive of policy 
loans, amounted to $3,459,487. Policy 
loans outstanding amounted to $9,418,224 
capers with $9,565,148 at the end of 

Holdings of U. S. Government securi- 
ties and full guaranteed bonds of Gov- 
ernment agencies totaled $24,480,820 com- 
pared with $24,313,613 a year ago. First 
mortgage loans increased during the 
year from $7,292,650 to $11,535,507. The 
increase was due to expansion in the 
company’s holdings of F.H.A. insured 
loans on city homes. The cash item 
stood at $5,179,465 compared to $4,474,- 
631 the previous year. 

Real estate owned, which includes the 
home office building and real estate sold 
under contract, decreased from $2,882,- 
675 to $2,771,991, which is 3.4% of total 
assets compared with 6.7% estimated 
for the life insurance business as a 
whole, 











Allen Spencer Resigns 


Allen Spencer, vice-president, Retail 
Credit Co., widely known and popular 
among companies in all lines, has re- 
signed his post and has established his 
permanent home at Delray Beach, Fla. 
Due to his health Mr. Spencer has not 
actively engaged in company duties for 
the past three years. In accepting his 
resignation Retail Credit’s executive 
committee put a resolution of apprecia- 
tion for his long, faithful service in the 
permanent records of the company. 
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President of Canadian Life Officers 
Reviews Record of Insurance in 1940 


In his New Year message Newton J. 
Lander, president Canadian Life Insur- 
Officers Association, expressed 
much satisfaction with the position 
maintained by life insurance in Canada. 
Mr. Lander is managing director of 
Continental Life. Despite twelve months 
of war and the increasing pressure of 
taxation upon people in all walks of life, 


ance 





NEWTON J. LANDER 


life insurance in force in all companies 
operating in Canada, including fraternals, 
reached a new high of over $7,000,000,- 
000, and total sales of new insurance in 
1940 were only a fraction of 1% under 
those for the preceding twelve months 
and totaled, on a conservative estimate, 
well over $600,000,000. 

Life insurance in Canada during the 
last twelve months has returned to its 
policyholders an estimated $165,000,000, 
of which about $47,000,000 was paid in 
death claims. The remainder went to 
living policyholders. Mr. Lander states 
that were it not for the savings repre- 
sented by life insurance the danger of 
many people becoming burdens upon the 
state would be greatly increased. Thus 
the payments constitute a contribution 
to public welfare which continues to 


run well in excess of the total paid by 
the government for unemployment and 
other relief. Mr. Lander continued: 


Urges Continuity 


“As in 1914-1918, so now, life insur- 
ance stands foursquare against all the 
winds that blow and in these days, 
when so much is heard of home defense, 
it is well to remember that, economic- 
ally speaking, life insurance continues 
as in the past to be the basis of finan- 
cial security for millions of Canadian 
men and women. I can give no more 
sincere advice to our millions of policy- 
holders than to urge them to hold fast 
to their life insurance. 

“The Canadian Life Insurance Of- 
ficers Association represents practically 
every life insurance company doing 
business in Canada, and the cooperation 
throughout the Dominion of individual 
members of the company staffs at head 
and branch offices represents a great 
contribution to a vital part of govern- 
ment financing. A large share of the 
success of launching and continuing the 
nation-wide sale of war savings cer- 
tificates must be credited to the volun- 
tary efforts of life insurance men. They 
have given unstintingly of their time 
especially in the development of the 
employer-employe cooperative war sav- 
ings plan. 

“The very ownership of life insur- 
ance is an indication of the thrift which 
it is only fit and proper should be urged 
upon all Canadian citizens on the home 
front at this time and I am confident 
that policyholders will continue in the 
contribution to war effort which is rep- 
resented by the virtue of thrift.” 





TEXAS AGENCY’S ANNIVERSARY 

The O. D. Douglas agency of the 
Lincoln National at San Antonio, Tex., 
is marking its twentieth anniversary with 
the company on January 8. Since Mr. 
Douglas organized the Texas agency in 
January, 1921, it has become the out- 
standing agency of the company and 
one of the top ranking life insurance 
agencies in the state. The agency, rep- 
resented by sixty-six full-time agents, 
now has more than $55,000,000 of life 
insurance in force. During ninety-eight 
of the past ninety-nine months, the 
Douglas agency has led all Lincoln 
National agencies in total paid produc- 
tion. A state-wide sales contest during 
the month of January is being conduct- 
ed to celebrate the anniversary. 
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W. R. Furey, Pittsburgh, 
Gets Trustee Endorsement 





W. RANKIN FUREY 


The Pittsburgh Life Underwriters 
Association has officially endorsed W. 
Rankin Furey, general agent Berkshire 
Life, as a candidate for trustee of the 
National Association. Mr. Furey is a 
member of an old insurance family, 
either he or his father having continu- 
ously represented the Pittsburgh asso- 
ciation in the national council for the 
last twenty-seven years. Mr. Furey is 
seeking the seat of William M. Duff 
vwhose term expires in September 1941. 





The Northern Life of Canada gave 
salaried employes war savings certifi- 
cates instead of cash or merchandise 
usually given at Christmas time. 
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New England Mutual 
Gen’] Agents’ Meeting 


ED B. THURMAN THE KEYNOTER 





President G. W. Smith and V.P. George 
L. Hunt to Make Addresses in 
Hollywood Next Week 





The General Agents Association of 
New England Mutual Life will meet in 
Hollywood, Fla., January 6, when sev- 
enty-five members of that group are 
expected to attend. Ed B. Thurman, 
Chicago, president of the association, 
will welcome the members and_ also 
sound the .keynote, “The Changing 
World from a General Agent’s View- 
point.” George Willard Smith, New 
England Mutual’s president, will speak 


on “Your Responsibilities and Mine— 
soth Administrative,” and Vice-Presi- 
dent George L. Hunt will talk on 


“Agency Objectives.” Other speakers and 
discussion leaders will include: 
_Linwood Butterworth, Richmond; Charles F. 
Collins, agency secretary; C. Preston Dawson 
and Isadore Freid, New York; Charles J. Fris- 
bie, Seattle; Rolla R. Hays, Jr., Los Angeles; 
Wm. Eugene Hays, director of agencies; Robert 
J. Lawthers, head of the benefit department, 
home office; Horace Mecklem, Portland, Ore.: 
Albert W. Moore, Philadelphia; Guy D. Ran- 
dolph, Cincinnati; Merle G. Summers, Boston; 
H. G. Swanson, Chicago; David W. Tibbott, 
director of advertising; William B. Wagner, 
Harrisburg, and Selwyn C. Woodard, Des 
Moines. 





Pru Lists Firms Adopting 


Salary Savings Insurance 


The Prudential announces that nine 
more business organizations have recent- 
ly been added to the list of companies 
adopting salary savings insurance for 
their employes through that company. 
























They are J. S. Ivin’s Son, Inc., bakers, j 


of Philadelphia; Coca Cola Bottling Co. © 


of Aroostock at Presque Isle, Me.; Wit- 
kop Holmes Co., retail grocers and fur- 
niture and hardware dealers at James- 
town, N. Y.; King & Fischer, Inc., in- 
surance and real estate, West Palm 
Beach, Fla., and Johnson & Faulkner, 
Inc., engaged in the wholesale fabric 
trade, of New York City. 

Also the Preferred Accident Insurance 
Co., New York City; Beech Aircraft 
Corporation, Oklahoma City; Asa G. 
Candler, Inc., building management, of 
Atlanta, Ga., and Michael’s Department 
Store at Newark, N. J. 


SALES CONGRESS ON TODAY 
A sales congress is being held today, 





January 3, in Richmond, Va., by the | 


Richmond Association of Life Under- 
writers and the Life Agency Managers, 
Inc. Spiller Hicks, general agent Provi- 
dent Mutual, is program chairman. Dis- 
cussions will be led by John Marshall 
Holcombe, Jr., manager, and B. N. 
Woodson, director of service, Life In- 
surance Sales Research Bureau. 





U. S. LIFE SURPLUS INCREASED 
A proposal to increase the surplus of 
the United States Life by $100,000 was 
ratified at a special meeting of the com- 
pany’s stockholders last month. The plan 
had previously been endorsed by the 
board of directors and officers of the 
company. The increase in surplus, ac- 
cording to George M. Selser, executive 
vice-president and secretary, will enable 
the United States Life to expand its 
newly established accident, health and 
hospitalization department. 
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A Metropolitan policyholder gets married. 


There is a birth in the family of a policyholder. 


When Circumstances Alter 


wr YOU BUY a life insurance policy, just as 
when you buy anything else, you want to 
spend your dollars in the wisest possible manner. 

Metropolitan also wants you to do this. That is 
why its agents are given continuous training in how 
to help you select the kind of life insurance that best 
fits your needs. Moreover, through the agent you 
have access to the counsel and advice of Home Office 
experts. 

But the insurance program that fits your needs 
today may not fit your needs tomorrow. Changes in 
your income, or in your family obligations, make it 
advisable for you to review your life insurance pro- 
gram from time to time. 

Suppose, for example, a policyholder gets married, 
or there is a birth in a policyholder’s family. Each 
may call for a change of beneficiary in present poli- 
cies, and perhaps the addition of new policies. 

Or again, a policyholder gets an increase in salary. 
This may mean that he should expand his life insur- 
ance program. 


Another policyholder’s income may be reduced, 


A business promotion or salary increase. 





due to unemployment, a business reversal, extended 
illness, or new and unexpected expenditures. In some 
cases, his insurance may be rearranged on a more 
modest basis. In other cases, it may be possible to 
help him keep his present insurance program by 
éhanging his premium payments to more convenient 
intervals. 

Decreases in responsibilities sometimes suggest 
changes, too. Daughters marry, a beneficiary dies, a 
son begins to support himself, or an older policy- 
holder decides to retire. In almost every case, it is 
advisable to review the manner in which the insur- 
ance money is to be paid. 

These are only a few of the countless problems that 
develop in the families of Metropolitan's 29,000,000 
policyholders. 

As such problems arise, your Metropolitan agent 
is always ready to help you solve them, and to give 
you the benefit of special training and experience. 
In fact, Metropolitan maintains, at the Home Office, 
a number of departments especially equipped to as- 
sist the agent in keeping your insurance program 


An older policyholder decides to retire. 


A son begins to support himself. 


Cases 


fitted to your needs. 

In just one of these departments, a group of ex- 
perts is kept busy, day in and day out, considering 
more than 4,000 proposed changes each week in 
Ordinary policies alone. In another department, 
more than 4,200 proposals affecting Industrial pol- 
icies are considered each week. Metropolitan makes 
more than 11,000 changes of beneficiary each week, 
and more than 75,000 so-called transfers, occasioned 
by changes of address and other causes. 

These are only a few of the many types of changes 
which Metropolitan is called upon to consider. If you 
are a Metropolitan policyholder, we urge you to keep 
the Company informed of any changes which may 
arise in your insurance needs. It is especially impor- 
tant to inform the Company promptly of changes 
in your address, so that your Metropolitan agent 
may keep in touch with you and give you the benefit 
of his services. 

For, as a Metropolitan policyholder, you are en- 
titled at all times to the advice and help of your 
agent, without obligation. 
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THIS IS THE THIRTY-THIRD in Metropolitan’s series of ad- 
vertisements designed to give the public a clearer under- 
standing of how a life insurance company operates. It ap- 
pears in: Collier’s, Jan. 4; Saturday Evening Post, Jan. 4; 


Business Week, Jan. 4; Time, Jan. 6; American Weekly, 
Jan. 5; This Week, Jan. 12; Forbes, Jan. 1; United States 
News, Jan. 3; Cosmopolitan, Feb.; Nation’s Business, Jan.; 
Fortune, Jan.; Newsweek, Jan. 6; American Mercury, Jan. 
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ACCIDENT 
INSURANCE 
in its 
ASCENDENCY 


With accident insurance in its 
ascendency the smart Life insur- 
ance agent of today is rounding 
out his income by the sale of 
the popular income protection 
The reason is obvious: 

receptiveness on the 


forms. 
Greater 
part of the public to Income 
Protection easier sales 
and a quicker approach to the 
prospect’s life insurance prob- 


makes 


lems. 


Recognizing this unmistakable 
trend the PREFERRED ACCI- 
DENT is now offering agents 
its new and modern 55th Anni- 
versary Policy containing many 
liberal features at reasonable 
premium cost. Recommend it to 
your best prospects and clients 
with the assurance that PRE- 
FERRED’s fifty-five years of 
Disability insurance experience 
will back you up. This is one 
of many accident policies issued 
by this company. 


The PREFERRED welcomes 
this opportunity of helping 
wide-awake producers who are 
not afraid to talk accident insur- 
ance in their interviews. Having 
specialized in quality policies 
for the preferred class of risk 
for more than half a century we 
know you will find our line one 
of the easiest and most pleasant 
to sell. 


Why not get complete details 
today on our 55th Anniversary 
Policy and other contracts. The 
information will be speedily 
furnished upon request. 


You may as well capitalize 
on Accident business as you 
go along for if you don't 
someone else will beat you 
to it. 


The 
PREFERRED 
ACCIDENT 


Insurance Company of New York 
80 Maiden Lane New York, N. Y. 


EDWIN B. ACKERMAN 
President 














Further Details of Agents’ Contract 
Announced by Equitable Life of lowa 


Present-day concepts of a life insur- 
ance company’s responsibilities to its 
agents are met by the Equitable of Iowa 
in its new agent’s contract, announced 
in The Eastern Underwriter of Decem- 
ber 20, and Equifund, a pension plan 
for fieldmen established in 1938. 

The new contract is an important for- 
ward step in agency practices as it af- 
fects both the new and the established 
agent. The larger renewal commissions 
in the earlier years under the new con- 
tract will assist new agents to place 
themselves in a position where they can 
operate profitably on permanent commis- 
sion contracts, and the “additional con- 
servation commissions” in the eleventh 
and subsequent years will bring about 
adequate remuneration for the estab- 
lished agent in the later years of his 
service. 


Many Equifund Contributors 


A large number of Equitable of Iowa 
field representatives are making regular 
and substantial contributions to Equi- 
fund. Under Equifund an agent may 
deposit from 1% to 3% of his total first 
year and renewal commission income 
with the company, to which the company 
contributes an equal sum toward a re- 
tirement income fund. Under certain 
conditions an additional 2% of an 
agent’s income may be deposited, to 
which the company makes no matching 
contribution, but which earns interest at 
the same rate as the regular deposits. 

Retirement under Equifund is based 
on a life annuity with or without refund 
or on a last survivor basis at age 65. 
Although the primary purpose of Equi- 
fund is to provide a retirement income 
for a qualified agent, death benefits 
prior to retirement as well as disability 
benefits are provided. 

Agents withdrawing from the company 
before becoming eligible for retirement 
receive the sum of their deposits plus 
interest, but their matching shares of 
company contributions revert to Equi- 
fund to be credited, at the discretion 
of the company, to the depositors. 


New Agent’s Contracts 
Illustrating how the new compensation 
plan will work in the case of a typical 
new agent is the chart below, which 
shows how it operates for an under- 
riter who signs his contract at the age 
of thirty, has an average premium of 
$27, average first year commission ot 
45%, good termination rate, and produc- 
tion of $77,000, $121,000 and $140,000 for 
his first three years respectively and 
$150,000 per year after that. 
Income on Retirement 
Assuming that this agent retires at the 
age of 65, and has no income from sell- 
ing after that time, his retirement income 
would be as follows, the Equifund in- 
come including income from the com- 


pany’s contribution: 
First Year—Age 65: 


Sixth Year—Age 70: 


Renewals from Contract............. $ 198 
Conservation Commission ........... 756 
Life Annuity Equifund. apr ovstene: av) bier sates 1,048 
ERIE Cini nd aviae sone racds $2,002 

Eleventh Year—Age 75: 
Conservation Commission ........... $ 733 
Life Annuity Equifund........6.+.0 1,048 
CL LC oR eee $1,781 

Sixteenth Bacar eh 80: 
Conservation Commission ........... $ 536 
Life Annuity Equifand... ..0..2<c060% 1,048 
i =) ECR eer et ice $1,584 


For an established agent, changing to 
the new contract at the age of 40, with 
annual production | of $150,000, average 
first year commission 45%, average pre- 
mium $27 and a good termination rate. 
The illustration assumes that the agent 
has been with the company a sufficient 
time to establish maximum commission 
income under his former contract. 


Comm. Income Total 





Former Comm. Income Conserv. 
Years Contract New Contract Comm, 
1 $1,136 $ 1,823 
2 980 Ry 
3 835 2,531 
4 698 2,592 
5 568 2,650 
6 544 2,705 
7 326 2,757 
8 213 2,807 
9 105 2,856 
10 2,903 
il 2,903 S$; “45 
12 2,903 89 
13 2,903 131 
14 2,903 172 
15 2,903 211 
20 2,903 388 
25 2,903 531 
$5,405 $69,442 $4,634 


Retiring at the age of 65, after 25 
years under the new contract, this agent 
will receive the following retirement in- 


come: 
First Year—Age 65: 


Renewals from Contract... <6 <0500540 $1,080 
Conservation Commission ........06+ 555 
Lite: Annuity Maen «..<.ci.0:s.00cer%es 708 
TONE sf ni4'oca es ap eimaieeeaee $2,343 
Sixth Year—Age 70: 
Renewals from WOGRTACE:... ws saat $ 198 
Conservation Commission .........++ 657 
Lite Annuity Hawhand...6-0¢. 00 seccciee 708 
AGA els viskso'0-v.sreiaeie walneware $1,563 
Eleventh Year—Age 75: 
Conservation Commission ........... $ 679 
Life Annuity Equifund.............. 708 


MBA coo puraien eee e ees $1,387 

Sixteenth Year—Age 80: 
Conservation Commission 
Lite Anniwity Mawitand :oc:s s.é0. ore000:0 


PRR e ¥ aorsle > pieveva piers eit $1,222 


CHARLES W. STILLSON DEAD 

Charles W. Stillson, general agent for 
Midland Mutual Life in Youngstown, 
O., since 1912, died December 21. 
successful general agent, civic leader 
and former member of the school board, 
Mr. Stillson held memberships in many 
civic, social and religious organizations 
of Youngstown. His death was caused 
by a stroke following an appendectomy. 
He is survived by his wife, three sons 














Renews als — SOniTACtS Jos achind ses ee and a brother, Dr. W. C. Stillson of 
onservation Commission ........... ‘lev , “he j 
Life Annuity Equifund.............. 1,048 Cleveland. Lloyd and Charles, his old 
cs er sons, were associated with their 
MG ersassccvudeeaees ee $2,838 father. 
Accumulation Program for New Agent 
Total Commission 
Income Conservation Total Equifund Equifund 
Years New Contract Commission Income Deposit Accumulation 
Led apes $ 936 $ 936 
e- Aiea aces 1,701 1,701 $ 28.08 $ 28.57 
S skauisierstex 2,196 2,196 51.03 81.48 
Se ) otasweaee 2,482 2,482 65.88 151.36 
Bs osx es 2,593 2,593 74.46 232.41 
D: « steteneien > 2,662 2,662 77.79 319.70 
5 Re EOS ae 2,717 2,717 79.86 412.14 
a Ces 2,769 2,769 81.51 509.49 
D> cites eon o see's 2,819 2,819 83.07 611.84 
Ls niteoscles 2,867 2,867 84.57 719.30 
it ote 2,890 2,890 86.01 831.99 
ES) i seveeaaies 2,899 $ 36 2,935 86.70 949.32 
i oe 2,902 77 2,979 88.05 1,072.13 
Tey Ca rer 2,902 120 3,022 89.37 1,200.57 
mice regis 2,902 161 3,063 90.66 1,334.83 
aD Gs o.5-ichate'g 2,902 347 3,249 96.42 2,098.90 
eB? fistatad io en 2,902 498 3,400 101.19 3,034.59 
ee ee 2,902 615 3,517 104.88 4,168.43 
EES EEA 2,902 697 3,599 107.58 5,532.06 
$96,277 $10,162 $106,439 $3,085.20 $5,532.06 
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Tucker Sets Company Record § McC: 


With 835 Consecutive Weeks 
Claude H. Tuck. 
er, general agent 
for the Minnesota 
Mutual Life at 
Topeka, Kan., has 
set a new record 
of consecutive 
weekly production 
for that company, 
with 835 consecu- 
tive weeks by the 
end of 1940. 
The former com. 
pany record of 
748 weeks was 
established in Oc- 
tober 1938 by John Boyle, a Minnesota 
Mutual general agent in Chicago. An- 
other Minnesota Mutual representative, 
George Nowotny of 





Claude H. Tucker 


which has reached 683 weeks. 





New Braunfels 
Texas, is currently working on a string © 


I 


FITZGI 


Col. Ro 
Pro 


Dr. | 
Pennsy! 
Ohio S 
Kline, 1 


» reelecte 


—— & 


Total Equifund Equifund 
Income Deposit Accumulation & 
$ 2,959 $ 88.77 $ 90.31 
3,253 88.77 183.78 
3,366 97.59 289.50 
3,290 100.98 402.37 
3,218 98.70 516.87 
3,249 96.54 633.18 
3,083 97.47 754.51 
3,020 92.49 875.02 
2,961 90.60 997.83 
2'903 88.83 1,123.13 
2,948 87.09 1,251.05 
2,992 88.44 1,384.82 
3,034 89.76 1,524.61 
3,075 91.02 1,670.57 
3,114 92.25 1,822.90 
3,291 97.77 2,686.41 
3,434 102.24 3,738.77 
~ $79, 481 $2,370.18 $3,738.77 





Recently Appointed 





Max Cooper, whose appointment as 

agency director of the New York Life 

at 45 East 17th Street, New York, was 
announced several weeks ago. 





TRIBUTE TO MANAGER DUFF 
Within the five days ended December 
21, 333 members of the Edward A. 
Woods Agency of the Equitable Society 
in Pittsburgh wrote 540 applications to- 
taling $1,849,926, and in addition seven 
Group applications for $8,930,400 as a 
tribute to Manager William M. Duff 
who has just completed his forty-fifth 
anniversary with the company. 


NEW JERSEY CASHIERS MEET 

The Life Agency Cashiers’ Association 
of New Jersey, meeting last month,-elect- 
ed officers, voted on a constitution and 
by-laws, and considered joining the Na- 
tional Association of Life Agency Cash- 
iers. 





The Life Underwriters Association of 
Canada will hold its thirty- fourth annual 
general meeting January 18 in Toronto. 


y 
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McCahan Reelected By 
Insurance Professors 


FITZGERALD, FETZER TRUSTEES 





Col. Robbins and Rollin M. Clark Argue 
Prof. Havighurst’s Proposals on 
Federal Control 





University of 


Dr. David McCahan, 


Pennsylvania ; Dr. Edison L. Bowers, 


f Ohio State University; and Dr. C. A. 


Kline, University of Pennsylvania, were 


5 reelected president, vice-president, and 


b cecretary-treasurer respectively of the 


com. 
dof | 
was 
n Oc. § 
lesota 
An- § 
ative, 
nfels, F 





















American Association of University 
Teachers of Insurance at the annual 
business meeting in Chicago, December 
27. 

Dr. J. Anderson Fitzgerald, dean of 
the School of Business Administration, 
University of Texas, was elected to the 
executive committee for a term expiring 
in 1942, and Wade Fetzer, Jr., of W. A. 
Alexander & Co. was elected for a term 
expiring in 1943. 

Professor Harold C. Havighurst gave 
his views on State vs. Federal regula- 
tion of insurance. In his talk Professor 
Havighurst hinted at the possibility of a 
Federal system of savings bank insur- 


| ance through enactment of a law en- 


abling Federal savings and loan asso- 
ciations to issue life insurance, and sug- 
gested a Federal administration to in- 
sure insurance, on the basis of the plan 
that insures savings bank deposits. 


Robbins and Clark Protest 


Charles Burton Robbins, manager and 
general counsel, American Life Conven- 
tion, and Rollin M. Clark, vice-president 
of Continental Casualty Co., expressed 
their opposition to both these schemes 
as unnecessary and too likely to lead to 
iron-bound Federal control. 

Regarding the second proposal, Col. 
Robbins said “I cannot agree with Pro- 
fessor Havighurst that Federal ‘insur- 
ance’ of insurance would be practical or 
necessary. During the past few years, 
the Federal Government has embarked 
upon a program of insuring nearly every 
sort of investment that the mind can 
conceive, ranging from deposits in banks 
to mortgages on homes and shares of 
building and loan associations. Such 
agencies sail along nicely in fair weather 
but when the inevitable next depression 
comes it is going to cost the people of 
the United States untold millions in 
taxes. The idea of insuring 114 billions 
of life insurance seems almost fantastic 
to me. We are too prone to put every- 
thing on our Federal Government, for- 
getting that with responsibility goes 
power, and a government which guaran- 
tees the fulfillment of all policies of life 
insurance must necessarily have a very 
complete measure of control over the 
investments of such companies. 


Losses Are Infinitesimal 

“As I have previously remarked—the 
loss to policyholders in life insurance 
companies, by reason of failures, has 
been so infinitesimal in comparison to 
the total amount of money entrusted to 
the care of the companies as certainly 
to create no argument at all for the un- 
loading of the vast responsibility of pro- 
tecting 65 million policyholders from 
their own companies.” 

Attacking Professor Havighurst’s state- 
ment that insurance interests have al- 
ways opposed State supervision and have 
apparently looked with favor upon a 
national system, Col. Robbins asserted 
that only in one case has a life insur- 
ance company argued against State su- 
Pervision, that no western company has 
ever favored it and the American Life 
Convention has always voted unanimous- 
ly in favor of the State system. 

The people of the United States have 
no particular reason to be proud of 

ederal supervision of the various lines 
of endeavor which the Federal govern- 
ment has tried to regulate, Col. Robbins 
continued. State supervision may not be 
Perfect, but since the organization of 
the National Association of Insurance 


PEM Aine A ADL Heke oT! PIS 


DR. DAVID McCAHAN 


Commissioners there has been a constant 
tendency towards coordination in laws 
and regulations among the various states. 


Useful Flexibility 


One advantage of the flexibility 
allowed by State regulation was shown 
when the younger western companies 
were being organized. Their organiza- 
tion would not have been possible if 
there had been a national law prescrib- 
ing the standard of valuation then in 
common use throughout the eastern 
states, where the great bulk of life in- 
surance had been written. Legislatures 
allowed the new western companies to 
write insurance on what was known as 
a preliminary term plan, rather than the 
net level premium plan in use among 
the eastern companies. 

“The best argument for State super- 
vision is that it has worked,” Col. Rob- 
bins said, “and is continuing to work, 
and that, under the state laws and state 
supervision, the total loss to  policy- 
holders by reason of liens placed upon 
their policies in companies which failed 
during the last ten years, is now only 
one-half of one per cent of the total 
amount which the policyholders en- 
trusted to the keeping of the companies, 
a record which cannot even be ap- 
proached by any other financial institu- 
tion, including the National Banks, 
which were under strict Federal super- 
vision during all of that time.” 

The idea that life insurance should be 
sold as protection and that the element 
of savings should not enter into the pic- 
ture, was taken up by Dean J. Ander- 
son Fitzgerald, of the School of Busi- 
ness Administration of the University 
of Texas. Dean Fitzgerald declared 
strongly against the idea. He said that 
life insurance constitutes today about 
the only form of investment where a 
person can invest money with a satis- 
factory yield of interest and with safety. 

The morning session was given over 
entirely to a discussion on “The Objec- 
tives and Content of the Survey Course 
in Insurance.” Dean Fitzgerald was 
chairman of the session, and those who 
led the discussion were Professors Har- 
old Berolzheimer, Northwestern Uni- 
versity; Edwin A. Gaumnitz, University 
of Wisconsin; C. M. Kahler, University 
of Pennsylvania, and Joseph Pillion, 
Miami University. 





PITTSBURGH DINNER JANUARY 13 
Gilbert T. Stephenson, of the Equita- 
ble Trust Co., Wilmington, Del., direc- 
tor of trust research for the American 
Bankers Association, will speak at a 
dinner January 13, sponsored by the 
Pittsburgh Life Insurance and Trust 
Council. Invitations have been sent to 
members of the agency committee, the 
Supervisors Club, the Chartered Life 
Underwriters and officers and directors 
of the Pittsburgh Life Underwriters 
Association and the Corporate Fiducia- 
ries Association of Allegheny County. 








Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BEekman 3-5656 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 








WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


90 John Street, New York 











Telephone BArclay 7-3428 


Good Service Wards 
Off State Meddling 


BUDINGER SPEAKS IN DALLAS 








Some of Most Obvious Needs in Con- 
nection with Looking After Require- 
ments of Old Policyholders 





A strong plea for complete service 
to policyholders by agents was made by 
J. A. Budinger, vice-president and ac- 
tuary, Kansas City Life, in an address 
to the Dallas Association of Life Under- 
writers last month. He claimed that 
one of the best ways to get new busi- 
ness is to give careful and continuous 
attention to old business. His subject 
was “Agents Versus State Capitalism.” 
He claimed that good service to policy- 
holders would prove an important factor 
in checking encroachment of Federal 
bureaucracy. One of the most useful 
services is helping the policyholder to 
keep his beneficiary designations up to 
date. Mr. Budinger continued: 

“Perhaps some of your policyholders 
have named their minor children as 
beneficiaries, so that possibly their poli- 
cies will become payable to those child- 
ren during their minority. In that case 
it will be necessary to have the court 
appoint a legal guardian for each minor 
child to receive payment for the child. 
This will mean some expense and may 
mean more or less annoyance. Do your 
policyholders know that ? 

“The value of life insurance to bene- 
ficiaries is unquestionably increased by 
the proper and judicious use of instal- 
ment or income settlements, but the wise 
and effective employment of these op- 
tions requires that they be kept adjusted 
to the needs of the present.” 

As a guidepost for agents in giving 
service to their policyholders, Mr. Bud- 
inger proposed the general rule that the 
agent assume the same responsibility for 
the soundness and complete success of 
the insurance program of each of his 
policyowners which he assumes for his 
own program, and, he added: 


Indispensability 


“If you give your policyholders that 
kind of interest and service, they will 
not only believe in you but will come 
to rely and depend upon you. Better 
than that, they will think of you as in- 
dispensable to their life insurance, not 
only at its purchase, but continuously 
thereafter, to and including its maturity. 

“When the majority of policyholders 
think that way, I, for one, will have no 
fear of the inclusion of our business in 
any advance of state capitalism, because 
I believe that the public will refuse to 
exchange that quality of life insurance 
service for any substitute the govern- 
ment may offer. Above all, I believe 
they will resist the advance and exten- 
sion of state capitalism to the life in- 
surance business because of their devo- 
tion to the democratic ideal.” 














IDEAL PROTECTION POLICY 


A Convertible Term Policy for the 
Productive Period of Life 


Policy issued at age 35 pro- 
vides term insurance to age 69. 
The policy is convertible prior 
to age 60 without examination. 
Waiver of Premium and Acci- 
dental Death Benefits may be 
included. Also issued on sub- 
standard lives. 


>. aaa ’ 
INSURANCE COMPANY 
Founded 1850 


120 West 57th Street 
New York, N. Y. 




















‘Le EMBLEM of a. 
strong, enduring life. in- 
surance company which 
_. for 73 years has adhered 
to principles of justice 
and friendliness. Well 
directed and soundly 
managed, the protection 
the Equitable of Iowa 
provides to policyhold- 
ers. and their families is 


Outstanding by Any Standard 
of Comparison : 
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People’s Committee 
jae from Page 1) 


formed to take an active 


you state, was 

part in the recent election and has now 
been incorporated into a permanent or- 
ganization to carry on similar work in 
the future. As to my views, I think 
that the National Association of Life 
Underwriters ha expressed itself 


through resolutions adopted on Septem- 
ber 28, 1933, September 29, 1939, and 


September 27, 1940. 


“Unfortunately, the effect of the work 
of this committee, instead of creating 
confidence in the minds of policyholders 
created a misu inderstanding and fear 


1 likelihood of acute in- 
flation and I do not believe that this is, 
or will be, the The committee 
became political and even though they 


that there was 


case. 


claim to be non-political and non-parti- 
san the fact remains that they were 
regarded as partisan and political dur- 
ing the last campaign, preceding the 


I believe that they 
so regarded and the 
of their work 


presidential election. 
will continue to be 


effectiv 


ness 


ntinued 





of inflation’ has caused 
throughout the country 
has been exaggerated by 
Peoples Commit- 


1 1 
yv tne 








{ Life Insurance and Sav- 
ings they were addressing 

t only to the effect of 

iflati in upon life insurance but to all 
eat forms of savings such as sav- 
nes in the savings banks, cash in banks, 
endowments and trusts whose invest- 
ments are in fixed obligations, educa- 





ilanthropic ins a As 
fact sap ip n the coun- 
affected by the effect of 


nal and p 
a matter of 


trv would be 





inflation so that it hin appear that 
it is everybody’s problem and not the 
nroblem of one particular group as has 
heen outlined in their past and recent 
ire Paces 

“Tn due course we will have, to some 
degree, either inflation or deflation but 
i am sure tl we will have no extreme 
inflation suc as was experienced in 





some European countries after the last 
war 

“Tn any event, life insurance is cer- 
tainly the best hedge against either 


inflation or deflation and the sooner the 
insuring public realizes this the better it 
vill be for them. Having them refrain 
from taking out insurance or giving up 
existing insurance due to the ‘fear of 
inflation’ ge yatta a hardship rather 
than be of any helt 

“For these nieieiod: I believe that 
the work of this committee should not 
he continued and if continued, it should 
he reorganized and headed by a differ- 
ent groun of neople so that it would not 
retain the political color which it ob- 
tained durine the last election, and that 
it should include all groups rather than 
he confined solely to those hi aving life 
insurance nolicies and deposits in sav- 
nes banks.” 


C. Vivian Anderson’s Position 

Onlv life insurance man on the Peo- 
ples Committee is C. Vivian Anderson 
f Cincinnati, which city will in future 
he the headquarters of that organization. 
Mr. Anderson is a former president of 
the National Association of Life Under- 
writers and at present is chairman of 
its important law and legislation com- 
mittee. In response to this paper’s re- 
quest Mr. Anderson says: 

“The activity 
tee to Defend 


ings in 


of the Peoples Commit- 
Life Insurance and Sav- 
the recent election was an at- 
tempt to make people realize that if the 
unbridled spending of the present ad- 
ministration is not checked all of their 
social benefits, including life insurance 
and savings, would be materially affected. 

“The literature distributed by the com- 
mittee made no reference to the solvency 
of the insurance companies, nor did it 
attempt to speak for the insurance com- 
panies, because the organization was 
sponsored by policyholders and savings 
account owners as individuals. 

“The purpose of the present organiza- 
tion is to keep the policyholders ad- 
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vised .of legislation, state or national, 
which is detrimental or advantageous 
to their best interests, to the end that 
the policyholders themselves will take 
an active part in all legislative matters 
affecting their interests. Since the or- 
ganization is non-partisan and non - 
political it would seem to me to be a 
very good cause to sponsor, remember- 
ing that it is made up of policyholders 
and has no connection whatever with 
the companies or any agents’ associa- 
tion.” 


National Association Resolution 


At its 1940 convention held in Phila- 
delphia in September the National Asso- 
ciation of Life Underwriters adopted 
the following resolution: 


NATIONAL DEFENSE AND SECURITY 


Realizing its obligation to concern itself with 
safeguarding the interests of the millions of 
life insurance policyowners of the United States, 
the National Association of Life Underwriters, 
at its fifty-first annual convention in Philadel- 
phia, hereby confirms the position taken by it 
at its forty-fourth annual convention held in 
Chicago in September, 1933, and at its fiftieth 
annual convention held in St. Louis in Septem- 
ber, 1939, against any debasement of our na- 
tional currency and against any fiscal policies or 
monetary measures inimical to the interests of 
life insurance policyowners and annuitants and 
to the cause of thrift. 

Since life insurance and annuity contracts 
are payable in dollars, it is therefore of the 
utmost importance that any action which is 

taken should not impair the future purchasing 
power of the life insurance and annuity benefits 
of our policyowners and their beneficiaries. 

We recommend that our government consider 
seriously the effect of increases in the public 
debt upon the purchasing power of the dollar. 

Since idle dollars mean idle men, with a 
need for continued relief appropriations having 
an adverse effect upon the Federal debt, and 
since attainment of lasting recovery and real 
prosperity is dependent upon placing millions 
of unemployed back into permanent employ- 
ment, through releasing huge accumulations of 
privé ate capital, we urge that the government 
adopt such policies as will stimulate the invest- 
ment of private capital in private enterprises. 

We fully appreciate the fact that current con- 
ditions of national and international emergency 
require the expenditure of large sums of money 
out of the public treasury. We urge immediate 
and effective execution of a well-planned and 
adequate national defense program and we 
pledge, om behalf of our entire membership the 
fullest possible cooperation in that program. 

It is especially on this account that we feel 
a responsibility to call to the attention of repre- 
sentatives of all political parties and of the 
American public the disastrous effects of un- 
sound national monetary policies and to seek 
to secure a pledge from all candidates for 
political office that they will, if elected, and 
regardless of party affiliation, work and. vote 
for measures which will safeguard the security 
of the vast army of insurance policyowners and 
annuitants as a vital factor in the large problem 
of the financial security of the nation. 

Unsound fiscal policies necessarily undermine 
the safety of investments in fixed obligations. 
The assets of American legal reserve life insur- 
ance companies represent almost entirely cash, 
government obligations, mortgages and_ bonds. 
Any course of action which might lead to 
national insolvency, whether in the form of 
crude inflation or repudiation or a managed 
currency along the lines of the totalitarian 
states, would impair the individual and _ col- 
lective security of these sixty-four million citi- 
zens and their dependents, thus affecting the 
whole problem of national security, social and 
financial. 

We have been warned by representatives in 
high office of both major political parties that 
deficit financing points the road to national 
bankruptcy. 

Therefore, in the interest of the sixty-four 
insurance policyowners who own 
115 billions of life insurance, pro- 
tecting more than twenty million American 
families, the National Association of Life Under- 
writers at its fifty-first annual convention assem- 
bled in the city of Philadelphia, hereby urges 
the foregoing considerations upon Federal offi- 
cials and candidates of all political parties and 
urges further that the whole Federal. financial 
problem be carefully studied in the light of the 
foregoing recitals and in full view of the inter- 
national crisis. 

Be It Resolved, that a copy of this resolution 
be sent to the President of the United States, 
to members of both Houses of Congress and to 
all candidates for these offices. 


million life 
more than 


T. I. Parkinson’s Statement 


Oe Parkinson, president of the 
Equitable Life Assurance Society, said 
on this subject: 

“Tt has been my privilege to state fre- 
quently that those of us who are inter- 
ested in, and responsible for, the life 
insurance institution in this country take 
an intelligent interest in the public poli- 
cies which affect our institutions and 
their services. 

“Our contribution to the development 
of public policy should be non-partisan 
and non-political. It should be the con- 
tribution required of every substantial 
citizen by representative government in 
action. A group organization to defend 
life insurance and savings may be an 
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Grant Westgate, assistant superintend- on the varsity teams, he decided to en.f Equital 
ent of agencies, Ohio National Life, was _ ter business instead of becoming a coach, 
educated at public and high schools of His first connection was with  thel 
South Haven, Mich. He attended West- Berkshire Life in the E. A. Plumme 

agency in Philadelphia. That was a par Grou 

time contract while attending the Unj.§ carrier 

versity. Upon graduation from the U. off high, 

> he returned to Kalamazoo and wen proxi™ 

with the Travelers. In 1927 he was ap. 2 82!" 

pointed field assistant of that company gets 

in Grand Rapids. Two years later hem by Th 

was appointed general agent for the Ohiy the Ee 

National in Kalamazoo. The company “Thi 

transferred him to the home office jn said \ 

1930 and later appointed him assistang volunt 

superintendent of agencies. ployes 

than t 

; event 

Through the cooperation of the Gen- ceive, 

eral Alumni Association of the Univer-@ and tit 

sity of Virginia, the Life Insurance Co, standa 

of Virginia sent one of its attractive Recor¢ 

1941 wall calendars to each of the more protec 

than 10,000 alumni of that university who other 

live within the company’s territory. form © 

= stands 

A recent experience of Colonel A. P. famili¢ 

Osborn, general agent of Lincoln Na-§ charit} 

tional at Kansas City, will provide the Sin 

basis for many a fish story. Coloned—™ 2U8"t 

Osborn caught two bass on one cast,™ ployer 

one weighing two pounds and the other!) eon : 

one and one-half pounds. Before facing} Gel si 

skeptical friends, Colonel Osborn had his ‘ th 
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ern State Normal School for four years 
at Kalamazoo, Mich. At this institution The staff of the Confederation Lite | “Th 
he ge wer baseball ag ye Toronto asked the company to give thes cover 
ketball. a SOSRS Were 5O es money usually spent on the annua coveré 
ee esi WI see eed ot Tenet Christmas dinner to some war relief & accide 
: aad Fi Uni ~ ee oa ies: fund. Acceding to the request, the Con-))  hospit 
pete cng “1021, I ing grad ted with federation Life donated a check for $45)(§  benefi 
sylvania, in a 2 ae to the British War Victim’s Fund spon-—  pende 
a B.S: degree i in economics in 1925. He sored by a Toronto newspaper B signe 
specialized in research and insurance. ~ ’ ‘ : at % 
While he played football and baseball Uncle Francis. and tc 
all of 
rhs . f have 

: lect $20,000 from Mr. Whitelaw in taxes, @ 

Property Tax on Annuity penalties and interest for the last ten Bf 
By Kentucky Is Contested fori so axing a trust fond ceteh | $2599 
The Ste ‘ cy’ . eee ae ye) 
Phe State bal wcviguesey te —— es lished in New York for Elbert Gary Orc 
evy property taxes on the | y Sutcliffe, Louisville. He said he be- nye 
Arthur K. Whitelaw, 73, retired former ij 1 the hc beatae ould of wo 
ficial of the Standard Oil Co. of Ken- 7°V&° 1e courts decision would be of ac 
9g Mocking Bird Valles. fe iithasi favorable in the Whitelaw case also. fF pende 
eis ‘os ak oe declaratory judg- However, Mr. Milner declared, the totals 
ste filed in Franklin Cireuit Court by trust fund of Mr. Sutcliffe had a very§ and | 


attorneys for Mr. Whitelaw. 

The suit is based on the contention 
that it is impossible to fix the value of 
the principal of an annuity by mortal- 
itv table averages, according to Charles 
Milner counsel for Mr. Whitelaw. In 
other words, he said, if Mr. Whitelaw 
should die the monthly payments would 
cease immediately and the entire obli- 
gation would be wiped out. 

“The Constitution states that the 
standard for tax valuation shall be the 
fair cash value estimated at the price 
the property would bring at a fair vol- 
untary sale,” Mr. Milner said. “That 
cannot be determined in this case be- 
cause there could be no sale of the an- 
nuity.” 

Mr. Whitelaw 


eral income 


state and Fed- 
taxes on income from the 
annuity, Mr. Milner said, but is pro- 
testing taxes levied on the principal 
under the 50 cents per $100 ad valorem 
property tax. 

Revenue Commissioner H. Clyde 
Reeves, whose department seeks to col- 


pays 


effective way to make this contribution. 
If it refrains from political activities and 
if it is guided in good judgment based 
on facts, the People’s Committee to De- 
fend Life Insurance and Savings should 
be useful to life insurance and bene- 
ficial to the people. 

“But unfortunately this committee 
was not wisely guided and did not seem 
to possess the facts required in two 
effusions during the recent campaign.” 


definite, tangible cash value that is ab-/) to jj 
sent in the case of annuities. exper 














“Tf they can tax annuities, they can | hospi 
arid should tax old age pensions, teach- speci: 
ers’ pensions and others of that kind,” | $14.00 
he said. for 
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HONORED AS CIVIC LEADER paym 

Steacy E. Webster, general agent for{ in a 
the Provident Mutual Life at Pittsburgh |  matw 
and associate chairman of the 1940 Com- | Un 
munity Fund Campaign, was awarded | — ducec 
the Floral Salute by the Outlook, local | for t 
publication. The salute is presented each F —352,0( 
week for an outstanding leader of the above 
community. B the 3 

| icies 

MRS. M. P. MILLER SPEAKER | certi! 

Mrs. Mildred Poindexter Miller, head "ie 
of the Penn Mutual’s women’s depart- He 
ment at Kansas City, will be guest sae 
speaker January 10 when the women's ) pe 
division of the Chicago Association of ¥ re 
Life Underwriters meets at LaSalle Ho- § 000 ¢ 
tel. Her subject will be objectives for th A 
1941. aa 
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CENTRAL STATES SELLS LAND As 

The Central States Life has been in p 
authorized to sell six parcels of land in } eight 
Misseuri, Oklahoma, and Texas, includ- |  $1,00 
ing about 480 acres of land at an aggre- | or 1 
gate price of $24,950. The contracts for Grou 
sale of these properties had been ef | tion 
tered into by the company prior tO f insur 
November 26, when it was taken overt | el 3 
for rehabilitation by Missouri State tion 
Superintendent of Insurance Ray flect: 
Lucas. tinui 
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yoluntary cooperation of American em- 
ployes and their employers, assures more 
than ten million employes that, in the 
event of death, their families will re- 
ceive, on the average, one year’s wages 
and time in which to adjust their living 
standards to the loss of the wage earner. 
Records show that close to half of those 
protected by group programs carry no 
other life insurance. Accordingly, this 
form of employe-employer security alone 
stands between millions of American 
families and resort to public or private 
charity. f 

“Since group life insurance was in- 
augurated several other plans of em- 
ployer-employe protection on the group 
plan have been developed protecting 
employes against hazards of accident, 
sickness, hospital and surgical expense 
for the employes and their families, and 
lastly, the rapidly growing group annuity 
system for providing pensions. 

Other Group Coverages 

“The growth of these other group 
coverages is also worthy of note. These 
coverages—group accident and _ health, 
accidental death and dismemberment, 
hospital expense insurance and surgical 
benefits for both employes and their de- 
pendents, and group annuities—are de- 
signed to protect employes against finan- 
cial loss through accidents and illness 
and to alleviate old-age dependency. For 
all of them, new volume in force marks 
have been established. 

In the Equitable alone, Mr. Park- 
inson said, group life insurance increased 
$150,000,000 to the new high mark of 
$2,350,000,000 in force. 

Protection was provided for thousands 
of workers against the financial hazards 
of accidents and illness and old-age de- 
pendency under the other coverages. The 
totals for 1940 follow—group accident 
and health, $550,000 in weekly payments 
to ill or disabled employes; hospital 
expense insurance, $440,000 for daily 
hospital room and board benefits and 
special hospital fees; surgical benefits 
$14,000,000 in maximum reimbursements 
for surgical care; accidental death and 
dismemberment, $90,000,000 in lump sum 
payments, and group annuities, $1,450,000 
in annual retirement income at the 
maturity of the contracts. 

Underwriting of these group plans pro- 
duced a total group premium income 
for the year in the Equitable of $64,- 
352,000, which was more than $14,000,000 
above the record total of 1939. During 
the year almost 1,000 new master pol- 
icies and a total of some 350,000 group 
certificates were issued under the various 
coverages, 

Outstanding developments were the 
writing in 1940 of group annuity plans 
for the 65,000 employes of 49 companies, 
and the provision for hospital expense 
insurance and surgical benefits for 100,- 
000 employes, and in many instances, for 
their families as well. 


68 Wrote More Than $1,000,000 
_As the result of the large increases 
in production in the Equitable, sixty- 
eight representatives wrote more than 
$1,000,000 of group insurance to qualify 
or requalify for membership in the 
Group Millionaires’ Club—an organiza- 
tion of outstanding producers of group 
insurance, 

_“The record growth of group protec- 
tion in 1940,” said Mr. Parkinson, “re- 
flects, in a true sense, both the con- 
tinuing appreciation of employes and 


GEORGE L. HARRISON 


The former president of the Federal 
Reserve Bank of New York, George L. 
Harrison assumed his new post of presi- 
dent of the New York Life officially 
January 1. A full career story of Mr. 
Harrison appeared in The Eastern Un- 
derwriter of December 6. 





Wright Names Objectives 


Of National Association 


Harry T. Wright, Chicago, president 
National Association of Life Underwrit- 
ers, has presented the association’s ob- 
jectives on a small card. They are: To 
improve selection, training and perform- 
ance of agents; urge cancellation of un- 
productive agency contracts; emphasize 
quality as well as quantity; disseminate 
sound information on life insurance; de- 
fend the rights of policyholders; pre- 
serve private enterprise. 

Some of the ways these cards can be 
used by members are: As a mailing 
piece to policyholders; as a demonstra- 
tion of agents’ service and as an ex- 
ample of ethical standards of members; 
as a selling point for prospective mem- 
bers; as the basis for newspaper adver- 
tising; as a general answer to questions 
about the association; as a_ prestige 
builder for agents. 





Mass. Leaders to Confer 
At Worcester January 6 


Officers, committee chairmen and di- 
rectors of the several Massachusetts life 
insurance association will meet at Wor- 
cester January 6 to discuss plans for 
increasing membership and generally ex- 
tending influence of the association 
movement in Massachusetts. President 
Walter H. Boireau of the Massachusetts 
association called the meeting. William 
Hartshorn, manager of Metropolitan Life 
at Hartford, will be the guest speaker. 





TRANSFER, FRENCH LIFE RISKS 


According to a United Press dispatch 
from Vichy, France, the official journal 
has published a decree providing for 
the transfer of all life insurance policies 
underwritten in France by Mutual Life 
of New York to a French company 
called General Life Assurance. 


employers for the low-cost form of in- 
surance and the broad improvement in 
business conditions in recent months. 
While group maintained a high volume 
even in the depression years, the 1940 
record is a reliable index to the general 
advance in industry. 

“This upward movement is reflected 
both in the number of concerns adopting 
group for the first time and in the thou- 
sands of new and rehired employes 
added to the payrolls of companies which 
already had group programs in effect.” 





experienced during the latter part of 
1940 will carry on into 1941. In our own 
company we have found 1940 the most 
productive in volume of new life insur- 
ance in a number of years. People are 
security conscious. They are thinking 
more of protection for the future and 
what it involves than at any time within 
a generation. There is no doubt that 
this attitude, in part, derives from the 
activity of the government in the field 
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probable that the increases that were end that they may receive the benefit of 


an undivided effort toward a satisfactory 
solution of the problems they present. 
This calls for a deeper devotion to the 
task at hand with keener thinking and 
more intelligent planning. Business will 
successfully attack this salient and, with 
the revitalized energies of commerce and 
industry, the goal will be attained. The 
greatest asset possessed by any organi- 
zation is the will to do. American busi- 


ress has that asset.” 








Draft Boards 


(Continued from Page 3) 


the Coast Guards, but state headquar- 
ters ruled that such service does not 
comply with the letter of the law which 
exempts a man for previous service only 
in the Army itself, so the board had 
no choice but to send him to the doctor. 
The doctor said that if all registrants 
could compare with him, the country 
would soon have an army of supermen. 
The national organization of ex-service 
men in the Marine Corps has taken up 
the case with the National Director of 
Selective Service in Washington in an 
effort to obtain a ruling to exempt a man 
who has had the finest training any 
service affords from starting all over 
again as a rookie soldier. The last has 
not not been heard of this case, and 
Messrs. Earls and Anderson have been 
kept pretty busy explaining why the 
board was under compulsion, by reason 
of the state headquarters ruling, to in- 
clude this man in the draft. 

Altogether they sometimes chafe a bit 
under the necessity of devoting so much 
time to draft board matters, it appears 
that Messrs. Earls and Anderson are in 
it “for the duration.” That will be five 
years under the Act. Mr. Earls says 
the fieldmen already are asking him 
when he is going back into the insur- 
ance business. He can so divide up his 
time only by reason of having a well- 
organized, efficient staff to carry on, and 
he is never further away than the draft 
office down the hall when matters of 
moment come up. Mr. Anderson prob- 
ably will have to take a temporary leave 
of absence when the life underwriters 
meet in the Fall, but he will find time 
to run down the steps to see if all is 
going well—and it will be just too bad 
if the filing system is out of order. 

There is no pomp and circumstance 
connected with this draft board work. 
No applause for three minute Liberty 
Loan speakers such as the World War 
days knew; no wild acclaim for dollar 
a year men. For the most part it is a 
drab, prosaic, day by day chore. It fol- 
lows closely the pattern of the draft 
itself. Where there is an amazing lack 
of band playing and flag waving; no 
“Kiss the Boys Goodbye” formula. 

Messrs. Earls and Anderson were 
asked why they got into the thing in 
the first place. What did it mean to 
them? As with the boys, the majority 
of whom are taking the draft in their 
stride, without grumbling if without en- 
thusiasm, the joint answer of these two 
insurance men may be summed up: 
“There is a job to do.” 





The Canadian Life Insurance Officers 
Association has tentatively scheduled its 
annual ineeting for May 29 and 30, 1941, 
at Toronto. 


Harry Gardiner Agency Had 
$11,462,000 Volume in 1940 


The Harry Gardiner Agency of the 
John Hancock Mutual Life at 225 Broad- 
way, New York City, made substantial 
gains in business in 1940 over the pre- 






vious year. Total paid for production 
amounted to $11,462,000 divided as fol- 
1iOws: 
OxGMgane i o< «2s $5,725,000 
Annuity credits 4,102,000 
GHOGi ci c.cs0c.5<o ee 
Total .........$11,462,000 


business for the 





Premiums on new 
year amounted to $1,422,856. The 
agency’s gain in Ordinary business was 
$711,000. 


View Pediow ol General 
American Life Leaves Post 


Sidney W. Souers, executive vice- 
president of the General American Life, 
has resigned his position as an active 
officer because his entire attention is 
demanded by his service in the United 
States Navy as Lieutenant Commander. 

A naval reserve officer for eleven 
years, Mr. Souers was called into active 
service on July 22, 1940, being granted 
a leave of absence by the board of 
directors. His resignation will take ef- 
fect January 21. 

President Walter W. Head said that 
Mr. Souers’ resignation had been regret- 
fully accepted, but that he had acceded 
to the board of directors request that 
he continue as a member of the board, 
a member of the executive committee, 
and a voting trustee. 





HART CREATES NEW CHARACTER 

Hugh D. Hart, vice-president and di- 
rector of agencies, Illinois Bankers Life, 
has created the character of Ole Ivory, 
a small town philosopher who has just 


begun work with the company as an 
agent. A cartoon series is being pre- 
pared by Paul Stripe of the home office 
and the homil uttered by Ole will 


1éS 
be written by Mr. Hart. 


CAREY AND SMITH ADVANCED 


Connecticut Mutual has promoted two 





of its Portland, ¢ . Tepresentatives 
Thomas R. Carey is now agency super- 
visor there and Talmadge Smith assist- 


ant general agent. 


LIFE INS. SALES IN CANADA 





New Life insurance sales in Canada 
for the first eleven months of 1940 t 
taled $331,490,000, compared with $333,- 
967,000 for the same period of the pre- 
vious year, a drop of .74%. Life in 
surance sales in Canada and Newfound- 
land for November were $32,899.00 
against the revised total of $33,034,000 


for the same month in 1939. 
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REINSURANCE PROBLEMS IN stars of Heaven and realize that even 

WAR-TIME CANADA out of war and chaos comes good. As 


The war in Europe, which has closed 
the continental market to reinsurance, 
has raised a suggestion in Canada as to 
the possibility of professional reinsur- 
ance company business in the Dominion. 
While Canada ranks high as an insur- 
ance-minded country, it does not have 
its own reinsurance company facilities. 

Canada has been affected lightly by 
repercussions from the European situa- 
tion on reinsurance business. Some Ca- 
nadian companies that formerly ceded 
business in Europe have been obliged, 
since the war started, to place it in 
Britain and the United States as well 
as to give more to each other. Several 
Canadian offices, however, still maintain 
arrangements with Swiss compan- 
British, American and other for- 
insurance companies doing busi- 
ness in Canada pursue the policy of 
sending the bulk of their reinsurance— 
or all of it—to their head offices which 
dispose of it through their various re- 
insurance channels. 

That the question of possibility of 
professional reinsurance company in 
Canada has aroused interest can be 
taken from press comments and items. 
Discussing the matter, the Monetary 
Times states: 

It is important to Canada to have re- 
insurance protection widely divided 
among companies outside this country. 
It may be, however, that Canada is fore- 
swearing more of her own market than 
is absolutely justified on protectionist 
grounds. Offices not licensed in Canada 
have been able to supply a big part of 
There are those in Canada 


their 
ies. 
eign 


our market. 


who believe that there is plenty of 
room here for a Canadian reinsurance 
company, one which does not need to 


take all the business offered, nor to take 
all Canadian business. It might be pos- 
sible Canadian offices to form their 
wn company for the purposes of pool- 
the risk 
on any loss to each being of such small 


for 


ing their reinsurance business, 


proportions as to form no obstacle to 
soundness. 
TOD. AY 
In the world today, strewn as it is 


with tragedies, despair and disaster, the 
New Year’s resolution I contem- 
plate is to not let my eyes be closed 
to the indestructible truths which will 
always outlive the man-made calamities. 
And so J am going to resolve to look 
the dust and behold the bright 


only 


above 


Churchill just said, “In time 
the quality of the British 
people shows brightest.” From the bat- 
tlefield, and today the battlefield is 


everywhere—in the factories and on the 


Winston 
of adversity 


streets—comes strength and cour- 
comraderie and the will to sacri- 
great virtues which without 
might cease to exist in a society grown 
fat, lazy and selfish through lack of 
facing together a recognized peril. So, 
as out of chaos springs order and out 
of the mire grows the lily, let’s keep— 
and even increase—our FAITH through 
these troubled times and let’s make that 
our New Year’s Resolution. 

From The House of Moody, Galveston 


city 
age, 


fice, war 





James M. Blair, prominent local agent 
and president of the Washington Asso- 
ciation of Insurance Agents, has been 
appointed a member of the board of 
directors of the Western Washington 
Fair Association. 

x * x 

Walter W. Head, General American 
Life president, was recently elected pres- 
ident of the Farmers’ Club of St. Louis, 
composed of business men of that city 
who own farms. 

* * 

Herbert C. Taylor, assistant secretary 
of the Home of New York and formerly 
Virginia state agent for the Home Fleet, 
spent the Christmas holiday in Rich- 
mond renewing old acquaintances and 
exchanging holiday greetings. 

* * 


John W. deForest. Buffalo general 
agent of the Aetna Life, has been re- 
elected to the board of directors of the 
Buffalo Better Business Bureau. 


W. T. “Tip” Runde, recently elected 
vice-president in charge of welfare of 
the Aetna Life Club, Hartford, is the 
underwriter handling New York City 
territory for that company. 

* * x 


T. S. Burnett, manager mortgage loan 
department Pacific Mutual Life, has 
been appointed a member of the insur- 
ance advisory committee, Mortgage 
3ankers Association of America. 

* + * 


Hill Montague, Jr., secretary of the 
Life Insurance Co, of Virginia, has been 
nominated for reelection January 9 to 
the board of directors of the Richmond 
Chamber of Commerce. Glenn Jordan, 
manager, Commercial Casualty, is among 
the retiring directors. 


John Marshall Silanes Jr., mana- 
ger of the Life Insurance Sales Re- 
search Bureau, Hartford, will speak be- 
fore two Pittsburgh groups in the Har- 
vard-Yale-Princeton Club January 23. 
He will speak at a breakfast of the 
Supervisors’ Club at 8:30 and a luncheon 
of the agencies committee at noon. 





ARTHUR T. VANDERBILT 


Arthur T. Vanderbilt, well known as 
an insurance attorney in Newark, N. J., 
and a former president of the American 
Bar Association, was last week elected 
president of the Phi Beta Kappa Asso- 
ciates, organized last February to co- 
operate with Phi Beta Kappa fraternity 
in the development of a high caliber of 
American leadership. Eighty founder 
members were elected. 

* * Ok 

R. Foster Piper of Buffalo, N. Y., who 
became a justice of the State Supreme 
Court on January 1, was presented with 
a silk court gown at a luncheon in his 
honor in Buffalo last week, given by 
present and former Erie County legis- 
lators who served in Albany with Mr. 
Piper. For several years Mr. Piper 
was a member of the New York State 
Assembly and served until December 31 
as chairman of the Joint Legislative 


Committee on Revision of the Insur- 
ance Law. 

* ok * 
John M. Richardson, resident vice- 


president of Globe Indemnity in charge 
of its Philadelphia branch office, will 
be welcomed back to the office Monday, 
January 6, after a leave of absence dur- 
ing which he has almost completely re- 
covered from a heart disturbance. Mr. 
Richardson, in fine fettle, was host at 
a holiday party to his staff held Decem- 
ber 28 at his home in Wayne, Pa. A 
popular figure in Philadelphia insurance 
circles, his return to “the street” will 
be good news to many friends. 
x ok os 
Mr. and Mrs. James P. Graham of 
Baltimore announce the engagement of 
their daughter Virginia to Philip Schuy- 
ler Eddy, son of Mr. and Mrs. Schuyler 
Eddy of Springfield, Mass. Miss Gra- 
ham is a graduate of the Convent of the 
Sacred Heart at Noroton, and Smith 
College, class of 1939. Mr. Eddy attend- 
ed Exeter and Dartmouth. No date has 
been set for the wedding. Mr. Graham 
is general agent for the Aetna Life at 
Baltimore. 
* * x 
John F. McGee, vice-president of W. 
A. Lang, Inc., local and general agency 
in St. Paul, has been ill at his home 
for several weeks and is not expected to 
return to his desk for some time. 
* * x 
Mr. and Mrs. Chester Owen Fischer 
of Springfield, Mass., announce the mar- 
riage of their daughter, Elizabeth Faber, 
to Ernest Alfred Johnson, Jr. The 
wedding took place on Saturday, Decem- 
ber 28, in Peoria, Ill. Mr. Fischer is 
vice-president of Massachusetts Mutual 
Life. 















G. F. MICHELBACHER 


G. F. Michelbacher, vice-president and 
secretary, Great American Indemnity, 
was given a surprise birthday luncheon 
on December 26 in honor of his fiftieth 
milestone. A number of his friends 
joined in staging the party at the New 
York Chamber of Commerce Luncheon 
Club and it was a pleasant occasion 
Mr. Michelbacher was greeted by a 
birthday cake and many congratulatory 
expressions of good will. He has been} 
associated with the Great American In- 
demnity since its inception in 1926, 

* * * 


Oscar H. West, manager of the Vir. 
ginia Association of Insurance Agents, 
who is m aking a tour of the state visit: 
ing agents in the various sections stress- 
ing the importance of organization an 
discussing with them problems that arise 
in the course of business, was in con- 
ference with Norfolk agents December 
30 foilowing a trip through the south- 
west section of the state. In that sec- 
tion he held conferences with represen: 
tatives of forty-five agencies in different” 
parts of the area. It is his plan top 
make a complete tour of the state. 

* * Ox 


Dr. William R. Ward, medical director, 7 
Mutual Benefit Life, prominent civic and 
welfare leader of New Jersey, has added) 
another post to his numerous activities,” 
having been made chairman of the Essex | 





County Committee of the Good Will! 
Commission of New Jersey. Among |, 
other offices held by Dr. Ward are? 

a 


chairman of the Citizens’ Housing Coun- 
cil and president of Newark Welfare? 
l‘ederation. 4 
* * ; 
John Schurmeier, Boonville, Ind., for” 
forty-two years representative of _ the 
Fidelity - Phenix in that section, and 
Mrs. Schurmeier recently celebrated 
their fifty-seventh wedding anniversary 
at their home. Mr. Schurmeier has 
been county treasurer, a member of the 
state legislature and is 81 years old, still 
active in business. His wife is 79 years 
old. 
% ek 
Arthur S. Mitchell of Penn Mutual at 
Brookings, S. D., had a busy month in 
November. As president of the South 
Dakota Life Underwriters Association 
he supervised a successful sales con- 
gress, was successful in the Novem: 
ber election, being re-elected state set- 
ator for a second term, and led his 
company in cases for that month. 
* * & 


Blair Fuller, of the Russell L. Hoghe 
general agency of the Equitable of Iowa, 
has been elected president of the ie 
Angeles Alumni Association of the U. 
Naval Academy. 
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A. S. Rogers Sends Christmas Greet- 
ings From London 

I have received from General Manager 
Arthur S, Rogers of the London & Lan- 
cashire, located at the home office in 
London, the following Christmas letter 
which reflects courage and confidence 
in the outcome of the bitter struggle 
against the forces of oppression: 

“One of the pleasures of the Christmas 
season in past years has been the ex- 
change of greetings and good wishes 
with our friends all over the world. 

“This year there is a special signifi- 
cance in such messages in that so many 
are affected to a greater or less degree 
by the war which we are waging, not 
merely for our existence but for the 
continuance of all that is decent and 
worth-while in life. 

“We are confident of the outcome of 
this fight against the evil forces which 
have been unloosed, and you may rest 
assured that we in this country will 
never give up until those forces have 
been entirely destroyed. 

“The times may be difficult, but they 
are inspiring too, and, therefore, it 1s 
not with any feeling of incongruity that 
we wish you a very happy Christmas, 
and express the hope that 1941 may see 
the final accomplishment of our task. 


“Yours sincerely, 
A. S. Rogers” 
x x * 
Cost $31 to Mail One Copy of 
Company’s Financial Statement 

H. Marshall Robertson, United States 
manager of the General Fire Assurance 
Co. of Paris, France, recently received 
an envelope from his home office in 
Vichy, sent by registered trans-Atlantic 
airmail, and on this page is reproduced 
the envelope in part. i 

Actually there were 1,800 francs of 
postage stamps on the envelope, and the 
letter took three weeks in transit. 

Mr. Robertson informs me that the 
envelope contained the home office an- 
nual statements for the year 1939 for 
filing with the New York Insurance De- 
partment. The officers signing the state- 
ments appeared before the American 
Vice-Consul in Paris September 3. 

A consular fee of $2 was accepted at 
a rate of exchange of 45 francs, equiva- 
lent to $1. At this exchange, the total 
poe on the envelope amounted to 


Early in 1939 Mr. Robertson paid his 
last visit to Paris, where he was shown 
an elaborate system of air raid shelters 
in the basement of the home office build- 
ing. Plans, however, were made at that 
time for removal of the home office 
should hostilities commence and the sit- 
uation in Paris became acute. The fire 
and casualty companies are now lodged 
in two of Vichy’s largest hotels, to which 
they removed in November, 1939. With 
the exception of Mr. Deligne, the assist- 
ant manager, who has paid frequent vis- 
its to this country, all the home office 
officials are safe in Vichy. 

The General of Paris has been licensed 
for insurance business in the United 





























States for the last thirty years. Up to 
ten years ago the company transacted a 
direct business through Fred S. James 
& Co., but since 1930 it has confined its 
operations to reinsurance. The company 
materially increased its funds in this 
country, and is well known in reinsur- 
ance circles. 
a ae 


British Fire Losses Drop 

It is estimated that the principal direct 
fire losses in Britain during October 
amounted to £313,000 compared with 
£696,000 for September and £749,000 for 
October, 1939. These estimates, of course, 
exclude any outbreaks that may have 
been caused by enemy air raids. By far 
the worst fire in October was one in 
Norwich which destroyed a number of 
shops and resulted in a loss of approxi- 
mately £100,000. 

These estimates only include direct 
fire damage costing £1,000 or more. The 
total cost of all fires, both large and 
small, is estimated at £501,000 against 
corresponding losses of #£1,114,000 for 
a and £1,198,000 for October, 

The lighter loss ratio in October com- 
pared with that for October, 1939, has 
helped to reduce the excess of the direct 
fire losses to date over those for the 
same period of last year. The present 
cost is £9,838,000 compared with £7,903,000 
for the first ten months of 1939, an 
increase of £1,935,000. 

* * * 


Bonner and Boyle in Radio Skit on 
“Your Year in the Army” 

With thousands of young men between 
the ages of 21 and 35 registered for 
military service a timely radio program 
of questions and answers about “Your 
Year in the Army” was recently given 
over Station WOXR with ¢wo insurance 
men taking leading roles. Conductor of 
the program was Major John D. Kender- 
dine, who was an officer in the 77th 
Division in the last World War, and his 
aides were William R. Bonner of Stew- 
art, Hencken & Will, Inc., acting as the 
father, and John M. Boyle, Continental 
Casualty, as the son. Both put all kinds 
of questions to Major Kenderdine, clear- 
ing up points likely to be confusing to 
newly drafted men. The Major is the 
author of the book “Your Year in the 
Army.” 

William R. Bonner, a past commander 
of Insurance Post 1081, New York, was 
a sergeant in the 77th Division in World 
War No. 1, saw plenty of action, and 
now is doing his bit on radio programs 
and other speaking activities in connec- 
tion with the present mobilization, Mr. 
Boyle is his stepson. 

* ok 
Dauwalter Uses New Approach in 
Analyzing Fire Insurance Costs 

When the expense of stock fire in- 
surance is studied by those outside of 
the business itself arguments often bor- 
der on the absurd, according to figures 
and statements presented by Assistant 
General Manager F. S. Dauwalter of 
the National Board of Fire Underwrit- 
ers in an excellent and timely article 
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in the annual insurance number of the 
New York Journal of Commerce, pub- 
lished last week. Rather than consid- 
ering the expense problem as something 
related only to operations of insurance 
companies Mr. Dauwalter analyzes its 
relation to other costs. 

For example, it is pointed out that the 
tax levy budget for New York City 
alone for the current fiscal year is 
$581,000,000 whereas in 1939 nearly 330 
capital stock fire companies collected 
fire insurance premiums nation-wide of 
about $445,000,000. And yet the mayor 
of New York complains that fire insur- 
ance rates are too high. Mr. Dauwalter 
shows that the Federal excise tax on 
tobacco amounts to over $600,000,000 a 
year and people do not consider that a 
national problem, and Federal excise 
taxes on liquor total nearly $625,000,000. 
In other words, the public willingly 
spends hundreds of millions in taxes 
on tobacco and liquor without a com- 
plaint and yet politicians the country 
over howl over the cost to the public 
of fire insurance without any real study 
of what policyholders receive for their 
money. 

Where Premium Money Goes 

Breaking down what is spent for each 
$100 of fire insurance a year Mr. 
Dauwalter shows that the average 
rate now is 67 cents and of this the 
cost of management and _ organized 
service to the public consumes nine 
cents, taxes three and one-half cents, 
field supervision four and one-half cents 
and the local agent gets seventeen cents. 
For profit there is left two cents of 
every dollar. Mr. Dauwalter aims to 
have people consider items in insurance 
costs not upon a strictly percentage basis 
but upon the basis of actual expendi- 
tures. And it must be remembered that 
the large majority of policyholders are 
dwelling house owners or tenants who 
pay a good deal less than sixty-seven 
cents a year for each $100 of protection. 

What Agent Does for 17 Cents of 

Every $100 of Insurance 

Mr. Dauwalter deflates much of the 
argument directed against local agency 
services when he lists what an agent 
does to earn seventeen cents on each 
$100 of coverage. While the percentage 
rate of commission received by pro- 
ducers averages, of course, over 20%, 
Mr. Dauwalter in his article speaks not 
of percentages but of actual costs to 
policyholders. Writing of what agents 


do, or should do, to earn their commis- 
sions he sets forth the following: 

“Fire insurance companies alone write 
some eighty-five or ninety types of cov- 
erage and these are subdivided into 
many special forms and variations, with 
all of which the competent agent must 
be familiar. In addition, there are at 
least an equal number of coverages 
written by casualty and surety com- 
panies. With all of these too the agent 
must be familiar if he is going to do 
the kind of job we expect him to do. 

“Knowledge of these coverages must 
carry with it a background of experi- 
ence in order that the agent may visual- 
ize circumstances that may create a 
need for any or all of them in any in- 
dividual situation. Proper diagnosis of 
insurance needs calls for a knowledge 
as highly specialized and experienced as 
the diagnosis of physical ills by a com- 
petent physician. 

“It is impossible in a limited space to 
go into the various ramifications in de- 
tail, but it may be interesting to touch 
upon some of the ‘high spots’ that a 
competent agent must consider in re- 
viewing a property owner’s insurance re- 
quirements. 

“For example, if his customer is a 
manufacturer, he should know, first of 
all whether the business to be insured 
is owned by an individual, a partner- 
ship or a corporation. He must know 
the nature of the business and that is 
not always as obvious as it may seem. 
A case in point is that of a prominent 
paint manufacturer who branched out 
some years ago into the manufacture 
and distribution of food products. 
These lines are totally unrelated, and 
the insurance problems they create are 
totally dissimilar in many respects, but 
because developments of this character 
are by no means unusual, the competent 
agent must be constantly on the alert 
to ascertain every detail of his policy- 
holder’s operations in order that no im- 
portant hazard may be overlooked, 

Must Learn All About Risk 

“He must know something about the 
territorial scope of his policyholder’s 
operations, the number of branch fac- 
tories, warehouses and offices and the 
likelihood that the number of these may 
be increased or decreased. He must 
familiarize himself with the number of 
subsidiaries and affiliated organizations 
and with the nature of their operations 

(Coniinued on Page 24) 
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Union Fire of Paris 
Ceases Direct Writing 


TO BE REINSURANCE CARRIER 





Nourse Retires As U. S. Manager and 
Is Succeeded by Fester, Fothergill 
& Hartung of New York 





The Union Fire, Accident & General 
of Paris has ceased direct-writing opera- 
tions in this country and will continue 
carrier of fire and 


as a reinsurance 
allied lines. The announcement was 
made by Everett W. Nourse, retiring 
U. S. manager, in disclosing the ap- 


pointment of Fester, Fothergill & Hart- 
ung of 90 John Street, New York City, 
as successor managers. The change 
became effective at midnight Decem- 
ber 31. 

The 
States 
reinsured in 
of the London 
will service the 


outstanding direct United 
the Union has been 
the United States branch 
Assurance. The London 
run-off of the Union’s 
portfolio, thus assuring uninterrupted 
service—including the adjustment and 
settlement of loss claims—to agents and 
policyholders. 


Change in Status Approved 
By N. Y. Dept. 

All steps leading to the change in the 
United States status of the Union were 
worked out under the supervision of, 
and with the approval of, New York 
State Superintendent of Insurance Louis 
H. Pink, 

The Union’s business in this country 
will be under direction of John 
Heinze, resident partner of Fester, 
Fothergill & Hartung, now in its thirty- 
first year. Previous United States man- 
agers of the Union, in addition to Mr. 
Nourse, were Starkweather & Shepley, 
Inc. of Providence, R. IL, with whom 
the company was first entered in 1910, 
and the late Emil G. Pieper, one-time 
secretary of the Providence organization. 

Latest available figures, covering the 
year 1939, show that the Union wrote 
net premiums of $449,044 and had assets 
totalling $1,667,840. The surplus to pol- 
icyholders was $1,129,039. The Union 
was organized in 1828 and has branches 
in many parts of the world. 


EARTHQUAKE COVER INQUIRIES 

Minor earth tremors in New England 
states in the last few weeks were suff- 
cient to bring several hundred inquiries 
and applications for earthquake_insur- 
ance from property owners in Eastern 
states. Most of the protection sought 
was for dwelling houses, with the mini- 
mum premium of $5 providing insurance 
up to $6,000. While an agents’ com- 
missions on most of this business is 
only about $1 a policy, the sale of earth- 
quake insurance represents, neverthe- 
less, an added line of coverage in which 
the public is interested and gives the 
agent a timely opportunity to contact 
prospects. 


SUBURBAN CLUB MEETS JAN. 6 
The Suburban New York Field Club 
will meet on Monday at 12:30 noon at 
Block Hall on South William Street, 
New York City. Changes in the by- 
laws will be voted upon. Robert F. 
Moore, Harold Wittich and Herbert W. 
Puschel, New Jersey fieldmen, will at- 
tend this meet, 


entire ; 
liability of 











FRIENDS HONOR SIEMER 

Friends of his outside the New York 
Fire Insurance Exchange were hosts at 
luncheon on Monday to Henry Siemer, 
chief inspector of the exchange, who 
retired from active service on January 1. 
They presented him with a Gladstone 
traveling bag. Fred W. Mays of Pen- 
dleton & Pendleton, Inc., Brooklyn 
agency, was chairman of the committee. 











Member of New Insurance 
General Agency at Omaha 


Denman Kountze, well known Omaha, 
Neb., insurance man, with three others 
have formed a new insurance general 
agency called Midstate Underwriters, 





DENMAN KOUNTZE 
with headquarters at 1909 Harney 


Inc., 
Street, Omaha. The other members are 
Norman H, Kemmler, George E. Gil- 
more and Clair E. Wilson. For some 
years Mr. Kountze was an officer of 
the National Security of Omaha, serv- 
ing as president for several months in 
1939. He resigned in September of that 
year to join the John Morrison agency 
at Omaha. The National Security is a 
member of the Insurance Co. of North 
America Group. 


W. H. Wolf Assistant 
Manager at Rockford, IIl. 


Walter H. Wolf has been named an 
assistant manager in the Western de- 
partment of the American, at Rockford, 
Ill, where he will join with Assistant 
Managers Elmers, and Hess in develop- 
ing that company’s business. Mr, Wolf 
has spent his entire career in the in- 
surance business in the West. His early 
training includes supervision of the 
automobile department of one company 
and conducting branch office operations 
for another company in Chicago, and 
also field work in Michigan. He left 
the field six years ago to become man- 
ager of the jointly operated Detroit and 
Wayne County office of the American 
and the Security of New Haven. 

While Mr. Wolf's appointment was 
effective January 1, it is possible that 
he may not be able to assume his new 
duties in Rockford until early in Feb- 
ruary because of changes in supervision 
of the joint operations of the two com- 
panies in the Detroit area. 





Reporting Cover Department 
Opened By Agricultural 


The Agricultural and Empire State 
insurance companies of Watertown, N. 
Y., have opened at the home office a 
new department for handling all forms of 
reporting covers. This replaces the com- 
panies’ former general cover department 
in New York City. The new department 
is under the supervision of Assistant 
Secretary A. L. Hollenbeck. 





N. J. FIELD CLUB’S PARTY 


Members of the New Jersey Field Club 
held a luncheon meeting in the Rob- 
ert Treat Hotel, Newark, on Monday, 
December 23, which was in the form 
of a Christmas party. The chairman of 
the program committee had arranged for 
a novel entertainment. The club had a 
successful year and its membership has 
shown a substantial growth during 1940. 
Officers of the club are S. Gage Lewis, 
president; Wesley R. Carlson, vice-pres- 
ident; Robert C. Hamilton, secretary; 
George H. Martin, treasurer. ,The ex- 
ecutive committee is composed of Fred 
Adams, Joseph Kasas, John Ochs and 
James Jamieson. 








Capital 


STANDARD INSURANCE COMPANY 
OF NEW YORK 
Statement December 31, 1939 


$1,500,000.00 





Premium Reserve 


1,521,897.31 





Other Liabilities 


260,643.02 








Net Surplus 
*Total Assets 


3,421,222.87 
6,703,763.20 





various States as required by law. 
On the basis of pore: Ist, 
and_ stock owned, this 
$6,770,807.96 and the Surplus wo 


Geo. Z. Day, Pres. 


*New York Insurance Department Valuation Basis. 
Securities carried at $247,400.43 in the above statement are deposited in 


“1939 oo igs Quotations for all bonds 
ag oo s total 
id be $3, 485 267. 


A. J. Couch, Vice-Pres. 
“TWO STANDARDS” 


An uuusual combination of financial strength. 
Community of interests and practical cooperation with agents. 


STANDARD SURETY & CASUALTY CO. 
OF NEW YORK 
Statement December 31, 1939 


Assets would be 


S. C. Kline, Secy. 


sited 














Capital $1,000,000.00 
Claims and Claim Expense Reserve... 2,138,944.11 
Premium Reserve 1,446,212.15 
Other Liabilities 303,632.19 
Net Surplus 1,164,629.38 
*Total Assets 6,053,417.83 





On the basis 2 December 31, 
Stocks owned the Total 


Geo. Z. Day, Chas. 


President 





*New York Insurance Department Valuation Basis. 
1939 market quotations for all Bonds and 
Admitted Assets would be 
$6,173,309.86 fe Surplus to $1,284,521.41. 
New York Offices: 80 John St. 
3. Heath, 
Secretary 
Insurance Exchange, Chicago 
A. J. Couch, Resident Vice-President 


increased to 


Fred J. Theen, 
Asst. Secretary 








LOCKE AGAIN HEADS BROKERS 





S. D. Rosan Reelected Executive Com. 
mittee Chairman of Independent 
Group in Brooklyn, N. Y. 

The Independent Brokers Association 
of Brooklyn met this week and elected 
officers and directors. Two tickets were 
named and two separate elections held, 
producing an animated session. The 
regular committee had nominated Peter 
A. Locke for reelection as president, 
while by petition from other sources 
the name of Samuel D. Rosan of Union 
Central Life, New York, was placed in 
nomination. 
Locke of Brooklyn was reelected. Im- 
mediately by nomination from a member 
of the regular committee, Mr. 
was unanimously reelected chairman of 

the executive committee, 

Two tickets were also presented for 





LAA RET AG SE) eee Ge sab Ow aan eR ly 


By overwhelming vote Mr, § 


Rosan 


both of : 


the five vice-presidents, on 
which Harry M. Firestone, fire insur- © 
ance broker at 1440 Broadway, New 7 


York, appeared. 


for and a tie occurred over the names 
of Firestone and Leo Feldman, for first | 
vice-president, when the Manhattan 7 


broker requested that the post be given — 


to Mr. Feldman, leaving him the second 
vice-presidency. Third to fifth vice- 
presidents elected are Samsin_ Falk, 
Samuel Harris and Louis Rogall. 

Two candidates were reelected without 
opposition, A. J. Fkryberg, treasurer, 
Philip Allen, secretary. 
of all election details it was voted to 
make all elections unanimous. Thus 
ended the ss cabbies session. 


Just before close 


Corroon & Revnatile Gains in 


New York Bowling League 


In the New York Insurance Bowling 


League last Friday the Corroon & Rey- a 


nolds’ team won three games from the 
Phoenix-Norwich and moved into second 
place. The Aetna Life rolled a_ high 
team game of 932 and series of 2,700 as 
Cocciardo of the sweeping hook ball, 
pushed them over with a high game of 
224 and a series of 627. 

Other results were as follows: 
Life won three from General Accident, 
Corroon & Reynolds won three from 
Phoenix-Norwich (Marine), Great Amer- 
ican won three from General Reinsur- 
ance, London & Lancashire won three 
from Travelers, Insurance Co. of North 
America won two from Hanover Fire, 
Aetna Fire won two from Royal-Liver- 
pool (Marine), Chubb & Son won two 
from Appleton & Cox, Northern Assur- 
ance won two from Pearl Assurance. 


Teams’ Standing—December 27 







Won Lost 
Aetna Life Affiliated Companies 35 7 
Corroon & Reynolds ... 6.42504 30 12 
Royal-L iverpool DEOPING seis oss 29 13 
Ins. Co. of North America .... 28 14 
PRONE WEEE, hah y.5: ds olar canis iets 23 16 
Phoenix-Norwich Marine ....... 25 17 
MER AUGERNE © oi ses S45 oor no RNS 22 20 
Great American ... 21 21 
Pearl Assurance 17 22 
General Reinsurance 19 23 
Chubb & Son ...... 19 23 
Appleton & Cox .... 17 25 
EPAROVEE SITE 5. oie case vie eo ack weleels 16 26 
London & Lancashire .......... 15 27 
Northern Assurance ............ 13 29 
General Accident .s...5:00:60.0%.00% 4 38 





FRANK BARBOUR DIES AT 78 


Funeral services were held Thursday 
afternoon at Chicago for the late Frank 
3arbour, 78, partner in the agency of 
Critchell, Miller, Whitney & Barbour, 
who passed away suddenly last Saturday 
afternoon at Passavant Hospital after 
having suffered a stroke at his home 
at 1448 Lake Shore Drive in that city. 
Mr. Barbour had been retired from 
active business for some years but had 
maintained his offices in the agency and 
was at his desk on Friday. Mr. Bar- 
bour was born in 1862 at Norwalk, Conn. 
He entered fire insurance in Chicago in 
1880, becoming some time later a partner 
in the agency of Smith, Miller, Whitney 
& Barbour. This agency was consoli- 
dated in 1901 with the agency headed 
by R. S. Critchell, and became known 
then as Critchell, Miller, Whitney & 
Barbour. 
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L. P. McCord— 


Florida Agent Who Has Made Outstanding 


By Ralph W. Bugh 
Advertising Manager, 
The London Assurance 


velopment; 


Woodworth Memorial 


One blustery March evening last 
Spring a speeding taxi ground to a 
jarring stop in front_ of Jacksonville’s 
trim Union Station. Out popped an in- 
surance company official, rushing to 
catch the crack “Orange Blossom Spe- 
cial” that would put him back home in 
Manhattan the following afternoon. 
With the mad gait characteristic of 
suburban commuters hurrying to make 
the 8:12 in Scarsdale, Montclair or Gar- 
den City he strode through the entrance 
to the tracks. A stocky figure carrying 
a small package emerged out of the 
shadows. “I sort of thought you might 
want this,” the man drawled, holding 
out the neatly wrapped carton. 

The insurance company official grabbed 
the package, babbled a few hasty words 
of gratitude and then resumed his dash 
for the waiting train. 

An Act Typical of the Man 


Had an insurance reporter been pres- 
ent he would have had a human inter- 
est squib worth editorial attention in 
any one of the industry’s many papers. 
For the man waiting with the package 
was L. P. McCord, one of the finest 
characters in the local agency frater- 
nity and the man who, more than any 
other, is recognized as the father of 
the growing educational movement in 
the business. The company man rush- 
ing for the train had just that morning 
completed a circuit of ten Florida com- 
munities where he had participated in 
the state association’s educational ex- 
tension course. Earlier in the day he 
had purchased a gift which he had un- 
intentionally left in Mr. McCord’s office 
when he had said his adieus and had 
departed on a sight-seeing trip before 
train time. 

When closing time came, Mr. Mc- 
Cord had noticed the package on his 
desk, had realized it was a gift—and 
had voluntarily postponed his dinner 
hour in order to station himself at the 
terminal and reunite the forgetful com- 
pany man with his bundle. 

Those who know L. P. McCord would 
not have been surprised that “the Dean” 
had delivered the package himself in- 
stead of turning the task over to an 
errand boy. When the Dean wants to 
make certain a job is done well, he 
doesn’t need proverbs to tell him to do 
it himself. Similarly, those who know 
what has been accomplished by Florida’s 


L. P. McCORD 


leadership in the insurance educational 
field would not have been surprised to 
find a company man from New York 
completing a two-weeks tour of the 
Sunshine State at a time when all save 
top ranking officials are supposedly 
buried under a mass of mid-Winter de- 
tail. For when Mr. McCord turns to 
companies for help in his history-mak- 
ing program, he generally gets results. 


Father of Short Course Program 


Specifically, L. P. McCord’s contribu- 
tion to recent insurance idiom and prac- 
tice has been the “short course educa- 
tional program.” In most fields such a 
program would probably be called a 
“brush-up” course. In its original form 
the Florida program was designed to 
occupy the educationai No Man’s Land 
which looms before agents, agency em- 
ployes and fieldmen who are too ma- 
ture to trifle with elementary courses 
and too busy to have time for long- 
drawn-out advanced courses in a field 
which is not only highly competitive 
but also subject to constant changes 
and improvements. 


Behind the “short course” idea lies 








Contribution to Insurance Educational De- 


Awarded National 


Association 


one of the most practical concepts of 
what convention orators like to refer to 
as “the need for better public rela- 
tions.” This better relationship with the 
insurance-buying public, Mr. McCord 
believes, can be developed only when 
agents are technically competent, only 
when they have complete confidence in 
themselves as efficient businessmen. 

Strangely, the Dean’s short course 
idea was pooh-poohed by a majority of 
his Florida colleagues when he first 
broached it back in the Fall of 1936. 
Association Secretary A. C. (Pete) 
Elfler was frankly skeptical about the 
whole thing when the program was first 
outlined to him. So were the members 
of the association’s executive committee. 
The common recollection is that every- 
body finally told Mr. McCord that the 
idea “was his baby and he was free to 
raise it anyway he wanted.” The spur of 
general indifference was all Mr. McCord 
needed. 


First Job Was That of Teacher 


That it did succeed may be due in 
part to the fact that the Dean was no 
neophyte in education. Born and reared 
in a small northeast Georgia town, his 
first job after graduating from Young 
Harris College at Young Harris, Ga., 
was as a school teacher. He got the 
job, according to legend, because a gang 
of local “Dead End Kids” had run the 
previous instructor out of town with 
dire threats of severe corporal indigni- 
ties. Jitterbug agency employes who 
have attended recent short course 
schools in Florida and who have learned 
to respect and marvel at the Dean’s 
stern regard for discipline probably can 
appreciate that when Mr. McCord re- 
linquished his teaching ‘post he did so 
of his own volition. 

After teaching, Mr. McCord worked 
successively in a small country bank in 
Georgia, as cashier in a West Palm 
Beach Bank and as trust officer of the 
old People’s Bank of Jacksonville. The 
Jacksonville institution failed in 1927 
and the following year the Dean as- 
sumed the management of the veteran 
C. M. Lowe agency which became the 
McCord Insurance Agency six years 


ago. 

When he got the state association’s 
casual go-ahead signal for his educa- 
tional work, Mr. McCord had a site 
for his first short course school all 
picked out. It was Camp Roosevelt, 
an abandoned engineering camp 
near Ocala that had once served as 
headquarters for workers on the ill- 
fated Florida Ship Canal project. 
The cantonment consisted of three 
large halls and about forty modern 
cottages completely equipped down 
to such details as electric refrigera- 
tion, hot and cold water and even 
cooking utensils. It was ideal as a 
location for an educational center 
and had already been used by sev- 
eral vocational schools operating un- 
der the sponsorship of the Univer- 
sity of Florida. 

358 at 1937 School 

While the professional doubters 
prepared to scoff, Mr. McCord mar- 
shalled a faculty consisting of both 
company and agency experts, lined 
un the Extension Division of the 
University behind the plan, and sent 
out a call convening the first classes 
in September, 1937. He hoped that, 
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with luck, he would be able to boast of 
an attendance of seventy-five students. 
No one was more surprised than he 
when 358 local agents, fieldmen, agency 
employes and branch office employes 
piled into Camp Roosevelt and laid their 
immediate educational fate in Mr. Mc- 
Cord’s able hands. 

In the Summer of 1938 the school 
was renewed at the swank Hollywood 
Beach Hotel which had offered an at- 
tractive rate proposition. This time the 
registration was 320 but the curriculum 
was better and the work more effici- 
ently organized. Last year the school 
drew 311 and this Summer the attend- 
ance was 234. 

Mr. McCord is not distressed at the 
gradual slump in attendance, He ex- 
pected it. He had anticipated that the 
strict discipline enforced at the early 
schools would scare off the “conven- 
tioneering” type of students who might 
have been led to look upon the short 
course program as a vacation lark. 
When “Mr. Mac.” sets up a short course 
schedule, there’s little time left for any- 
thing save attendance at lectures and 
the mild tortures of probing examina- 
tions. It has not been uncommon for 
the Florida courses to meet three times 
a day—morning, afternoon and evening 
—for two or three days at a clip. A 
program of that type makes indiscrim- 
inate romancing or other vacation pleas- 
ures strictly incidental. 

There are several theories for the 
relatively sharp drop in attendance this 
year. One is that the war had some- 
thing to do with it. Another is that 
some of the “softies” were scared off 
by the suggestion that the program 
would be more thorough and more in- 
tensive than ever before. A third the- 
ory, and one which would carry weight 
with many people, is based on_the fact 
that the pressure of private affairs this 
Summer kept Mr. McCord from exer- 
cising his complete organizational tal- 
ents in stimulating attendance. 

Classes Held Throughout State — 

A recital of statistics in connection 
with the short course schools hardly 
tells the complete story of the total 
number of Florida insurance men and 
women whose educational outlook has 
been broadened through ore man’s ef- 
forts. As the short course program de- 
veloped, Mr. McCord began to realize 
that many people who were sincerely 
interested in his educational project 
were unable to get away from their 
offices to attend two or three consecu- 
tive days of classes. Mahomet being 
unable to come to the mountain, Mr. 
McCord proposed to send his educa- 
tional peak on tour to all the insurance 
Mahomets throughout Florida. 

He first lined up ten local boards 
throughout the state to sponsor one 
evening of lectures a week for nine 
weeks. Next he arranged an itinerary 
that permitted his lecturers to speak in 
five East Coast towns on consecutive 
nights the first week and then work up 
the West Coast in the same manner the 
second week, His faculty included a 
majority of local agents with a sprink- 
ling of fieldmen, general agents, com- 
pany officials, engineers and rating of- 
ficials, plus Milton W. Mays, director 
of the Business Development Office. 

Whenever possible Mr. McCord likes 
to get successful local agents to tell 
other local agents how to improve their 
businesses and win friends and _ influ- 
ence people. His feeling is that, with 
rare exceptions among company men 
and technical experts, local producers 
are the men who can best make their 
points in practical language understand- 
able to local agents. Similarly, he tries 
to make certain that his lecturers are 
good platform performers, serious in 
their presentations but not pedantic, 
preferably men who can stand up before 
an audience and say what they have to 
say without having to read _ their 
speeches. 

His lecturers had to be better than 
average to hold their audiences. The 
McCord Chautauqua called for two 


forty-minute talks each evening, punc- 
tuated by two fifteen-minute open dis- 
cussion periods and a pair of true-and- 
false examinations. It 


was a tough 


any non-professional 


assignment for 
tougher one for the 


speaker—and a 
“students.” 
Cooperation of State University 

The entire course was worked out 
with the cooperation of the Extension 
Division of the University of Florida 
which handled the grading of examina- 
tion papers and other important details. 
G, Manuel Turner, extension division 
director, gets full credit from Mr. Mc- 
Cord for sharing the enthusiasm and the 
drudgery which made the program pos- 
sible. 

When he planned the _ extension 
course, the Dean hoped for an average 
attendance of between four and _ five 
hundred students. Actually the registra- 
tion totalled nearly 900 from the ten 
communities on the original schedule. 
Later, a special program worked out 
for two towns in the Western section 
of the state brought the total registra- 
tion to 1,022. Attendance averaged bet- 
ter than 85%. 

The classes in almost every town were 
a motley cross section of local insur- 
ance interests. Highly successful local 
agents sat in undersized desks across 
the aisle from attractive—sometimes dis- 
tracting—young secretaries. Fieldmen 
who were frank enough to admit that 
maybe they didn’t know all the answers 
studied exam papers with the same seri- 
ousness that characterized several high 
school students in one town who were 
taking the course in order to decide 
whether or not to enter the business. 
In high school and junior college class- 
rooms, in a_ hotel ball room, in the 
auditorium of a leading social club, in 
a small city hall chamber normally used 
for town council meetings—wherever 
suitable arrangements could be found— 
hundreds of Florida oldsters and young- 
sters earning their bread and _ butter 
from the business of insurance for the 
first time came face to face with a 
planned educational course. 


Recognition for Merit 
They did it the hard, competitive way, 
too, submitting to examinations that 


would or would not qualify them for a 
well publicized certificate. Diplomas and 
certificates, some of them gaudily en- 
riched with gold stars, are a basic part 
of any McCord educational program. 
He goes on the theory that all adults 
are still Sunday school students at 
heart, that every one likes some form 
of visible recognition, however insig- 
nificant it may be, for good work done. 

To say that L. P. McCord—even his 
closest agency friends aren’t sure what 
the “L. P.” stands for—is one of the 
outstanding insurance educational lead- 
ers today does not mean that he now 
exercises or seeks eny appreciable con- 
trol over the future development of in- 
surance education. He has set up a 
model program in his own state but 
hardly a handful of the twenty-eight 
other states with established educational 
procedures can point to exact duplica- 
tions of the Florida system, 

He is the chairman of the National 
Association of Insurance Agents’ com- 
mittee on publicity and education but 
every published committee report has 
been a temperate document pleading 
for national leadership but not strict 
national control of insurance education. 
He is the latest winner of the National 
Association’s Woodworth Memorial Cup 
awarded annually to the member “who 
has performed the most outstanding 
work for insurance during the year” but 
no honor could pervert the sincere, 
work-a-day humility of the man. 

The Future 

Few would care to predict what the 
Dean’s role in the immediate future of 
the educational movement will be. The 
movement itself is still a vast disor- 
ganized jumble of established institu- 
tions, newly-created stop-gaps and gran- 
diose dreams. There is the Insurance 
Institute of America, for instance, with 
classes in major insurance centers and 
correspondence courses that offer tech- 
nical training to any hamlet-bound but 
ambitious student. In all the talk that 
has followed the recent accent on edu- 
cation there has been little, if any, criti- 
cism of the work the Institute is doing. 
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British Householders 


Increasing Fire Covers 
Thousands of British house-owners| 
who are insured for fire and burglary 
risks are increasing their insurance 
by 25%. They are doing this to safe- 
guard themselves against the increase 
in values due to the imposition of the 
purchase tax and the higher labor 
costs they would have to face in 
furnishing a new home. 

It seems probable, too, that the 
government compensation for air- 
raid damage will be based on the 
amount of premium a_ householder 
pays on his fire policy. The higher 
premium will be an insignificant out- 
lay for most householders. Furni-|® 
ture insured a year ago for £1,000|® 
would be worth £1,250 today. 














There has been only the question:§ 
“Does it go far enough in reaching allf 
the people who should be reached with 
expert classroom instruction?” The 
same can be said of many commercial § 
courses and of those sponsored in met- 
ropolitan Y.M.C.A. units. 

There has, on the other hand, been 
definite criticism of the lack of prac. 
tical insurance education in the major- 
ity of American colleges. Many defects 
in existing college courses have like. 
wise been highlighted, even by those 
who are genuinely appreciative of what 
little progress has been made. 

Not the least important phase of the 
educational trend is the proposal to 
establish a National College of Property 
and Liability Insurance which would 
issue a degree equivalent in prestige to 
those now being earned by Chartered 
Life Underwriters. Prime mover in the 
campaign to promote the early estab- 
lishment of the national college is Wade 
Fetzer, Jr., who, as vice-president of the 
W. A. Alexander agency in Chicago 
and as a member of the National Asso- 
ciation’s executive committee, is not only 
a smart property insurance producing 
executive but also the holder of a CLU 
degree, an achievement which gives his 
current recommendations particular av- | 
thority. 





British Air Cover Premiums 
Payable With Income Taxes | 


Premiums under the British Govern- 
ment’s air-raid insurance plan are to be 
paid through the income tax machinery, 
it has been decided. The amount of the | 
premium will be added to the Schedule 
A Assessment (income tax on property) 
and will be paid with that tax. The 
premiums will be charged on an official 
estimate of the value of the property in- 
sured. Local authorities and the insur- 
ance companies may be asked to co- 
operate in calculating these assessments. 
_ The second part of the plan will cover 
insurance of household goods and per- 
sonal possessions which may be dam- 
aged in an air raid. This part will be 
voluntary, but the plan is likely to be 
so generous that most people will wish 
to join it. Benefits will be retrospective 
from the beginning of the war and— 
with exceptions where great hardship 
might be proved—premiums may also be 
dated back to the beginning of the aif 
war. 





O’MALLEY, PENDERGAST PLEAS 

The clerk of the Federal Court at 
Kansas City, Mo., has received from 
Thomas J. Pendergast, Jackson County 
Democratic party leader, and Robert 
Emmet O'Malley, former State Superin- 
tendent of Insurance for Missouri, for- 
mal pleas of not guilty to the conten- 
tion that they be cited for contempt 
of court for their part in having the 
special three-judge Federal court ap- 
prove the fire insurance rate cases com 
promise effected by O’Malley in May, 
1935. The defendants contend that the 
charges against them are identical with 
those contained in the Federal court 
case nolle prossed before Federal Judge 
A. Lee Wyman here on November 1 
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Roy A. Duffus to Give 
Three Lectures in N. Y. 

WHITE & CAMBY’S AUSPICES 

3,500 Brokers in Mid-town N. Y. Invited 


to Hear Rochester Agent; Opening 
Session Jan. 10, Hotel Biltmore 








Edward I. White, president of White 
& Camby, Inc., New York City shows 
his progressiveness this week in the 
announcement that he has engaged Roy 
A. Duffus of Rochester, N. Y., a stimu- 


< 





EDWARD I. WHITE 


lating speaker on insurance selling, to 
give three production lectures before 
New York brokers during the next three 
months, the first being Friday, January 
10, at Hotel Biltmore, running from 5:30 
to 7:00 p.m. Mr. Duffus, who was on 
the program of the National Association 
of Insurance Agents last Fall as a com- 
mentator at its merchandising session, 
is secretary of James Johnston Agency, 
Inc., in Rochester. He is a past presi- 
dent of the loca! Underwriters Board, 
and widely known for his ability as a 
speaker at agency meetings and sales 
congresses. As a member of the educa- 
tional committee of the N.A.I.A,, he 
has ably served agents country wide. 
For the New York State Association of 
Local Agents he has been chairman of 
its educational and business develop- 
ment committee; is also _a_ regional 
chairman of the Business Development 
Office. In his home town his chief out- 
side interests are the Boy Scouts and 
his Sunday Bible class. 

Convinced that New York City brok- 
ers would enjoy and profit by attendance 
at sales educational meetings conducted 
by Mr. Duffus, Edward I. White sent 
out this week invitations to about 3,500 
brokers, mostly in the mid-town New 
York area, to come to next Friday’s 
affair. On that date—January 10—the 
music room of Hotel Biltmore has been 
engaged; a month later, February 10, the 
second session will be held at the same 


hotel, and on March 10 the third will 
take place. If necessary the Biltmore’s 
grand ballroom can be engaged to ac- 
commodate the crowd which, it is esti- 
mated, will be around 500 
Scott to Introduce Duffus 

Program for the initial meeting calls 
for a welcoming address by Mr. White 
in which he will tell the brokers what 
is in store for them. Then it is planned 
that George W. Scott, director of the 
newly-constituted educational division of 
N.A.I.A., will introduce Mr. Duffus. 
Archie Smith, president of Zweig, Smith 
& Co., Inc., New York and former exec- 
utive committeeman of N.A.I.A., has 





ROY A. DUFFUS 


been invited to attend and to say a 
few words. Also on hand will be Vice- 
President Alonzo Gore Oakley and other 
officials of the United States F. & G. 
of which company White & Camby, Inc. 
are uptown borough agents. 
Duffus to Stress Sales Tools 

As the motivating theme of his first 
talk Mr. Duffus plans to talk about the 
intelligent use of sales tools which the 
companies make available to producers. 
He will also dwell on need for education 
“in our own offices,” touch on the work 
of trade insurance associations, winding 
up with discussion of unusual points dis- 
covered in surveying policies written by 
other agents which have produced busi- 
ness for his agency. At the conclusion 


of this session (and the two others) 
Mr. Duffus will have distributed in the 
audience a portfolio of printed material 
containing helpful sales and underwriting 
ideas. 

At the second meeting the keynote of 
Mr. Duffus’ talk will be the unusual 
types of service which alert producers 
can give their clients and thus cement 
close business relationships. He will 
also tell about unusual points in the 
rate manuals, often overlooked, which 
can lead to increased production if 
handled properly. “Motivation of the 
Sale” and “The Dynamics of the Sale” 
are two of his sub-headings for this talk. 
Winding up the series he will devote 
his third lecture to servicing of clients, 
giving a flock of suggestions which he 
has picked up in the course of his 
travels. He will also discuss public rela- 
tions and tell about fundamentals of 
public speaking. In the latter field Mr. 
Duffus is a past master having taught 
“Public Speaking” in Rochester for the 
past ten years. 

If he follows his usual practice in mak- 
ing sales talks Mr. Duffus will throw 
open the meeting for questions and 
answers after his formal talk, and will 
give rapid-fire response to as many 
questions as the New Yorkers wish to 
fire at him. 


Teachers to Aid 


(Continued from Page 1) 


have been adopted in life underwriting. 

“Therefore be it resolved that in the 
interest of the insuring public which 
needs the services of competent ethical 
experienced advisers and in the interest 
of the able men and women who wish 
to prepare for a life career of construc- 
tive and effective activity, the members 
of this American Association of Uni- 
versity Teachers of Insurance here As- 
sembled endorse in principle the estab- 
lishment of professional standards for 
property and casualty insurance and ex- 
press their willingness to cooperate in 
an advisory capacity with representatives 
of the insurance institution in attainment 
of this goal.” 

Dr. David McCahan of the University 
of Pennsylvania was elected president 
of the association. The other officers 
are Dr. Edison L. Bowers, Ohio State 
University, vice-president, and DriG. A 
Kline, University of Pennsylvania, sec- 
retary-treasurer. Wade Fetzer, Jr., of 
the W. A. Alexander & Co. local agency 
of Chicago, was elected to the executive 
committee for a three-year term. He 
is one of the leaders of the National 
Association of Insurance Agents in ad- 
vocating a national program of education 
for insurance producers, headed by a 
national college of property and _ lia- 
bility insurance. Nearly 100 teachers and 
others attended last week’s meeting in 
Chicago. 


FORM N. Y. BROKERAGE FIRM 

George S. Scott and Edward L. Harold 
have formed an insurance brokerage 
firm in New York City under the name 
of Scott & Harold, with offices at 90 
John Street. Mr. Scott was formerly 
vice-president and manager of Abm. S. 
See & Depew and manager of the Bale- 
Snedeker Co. Mr. Harold has been ac- 
tive in production and served as head 
of the placing department of Abm. S. 
See & Depew and Bale-Snedeker Co. 
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ADMITTED TO BOSTON AGENCY 


Henry W. Kneeland, John F. Watson 
and Kenneth W. Faunce Become 
Partners of John C. Paige & Co. 
Three new partners, Henry W. Knee. 

land, John F. Watson and Kenneth W, 














Faunce, were admitted to general part. | 


nership in the old established Boston 
general agency of John C. Paige & Co, 
on January 1, 


this action having been a 


taken by the ‘firm in recognition of the J 


long and faithful service of these em- 
ploy es. 
practically their entire business life with 
the Paige company, one of the outstand- 
ing insurance firms of the country. 


The new members have spent © 


Mr. Kneeland was born in Searsport, a 


Me., and was educated at the University 3 
of Maine, graduating in 1902 with the © 


degree of engineering. He spent the 


first two years of his business life with a 


the General Electric Co. and later for 


a brief time he was associated with the 7 


Employers’ Liability as well as having 
been connected with 
Havens brokerage office. 


specialized on bonding and burglary. 
Mr. Watson has spent his entire busi- 
ness life with John C. Paige & Co, 
joining the firm in 1912, and has had 
a broad experience in all lines of the 
business. Mr. Faunce went with Paige 
& Co. in 1915 and during the twenty- 
five years he has been with the agency 
has handled all forms of insurance. 





James L. Loomis, Jr., Joins 


Hartford Fire Agency 


James Lee Loomis, Jr., of West Hart- 
ford joined the Hartford insurance firm 
or Goodwin & Co., local department of 
the Hartford Fire as partner on Jan- 
January 1 

Mr. Loomis, a son of James Lee 
Loomis of Granby, president of the Con- 
necticut Mutual Life, goes to the agency 
from the Hartford Accident & Indemnity 
where he has been associated for the 
past six years. He is a graduate of 
the Taft School, Watertown, and of 
Union College, Schenectady. His insur- 
ance career began with the Connecticut 
Mutual Life as representative of that 
company’s farm mortgage department in 
Missouri, Illinois and Iowa, making his 
office in St. Louis. He joined the Hart- 
ford Accident & Indemnity Co, in 1935 
and in 1937 became agency representa- 
tive for eastern Connecticut. 

Francis Goodwin & Co. commenced 
business under the present firm name 
in 1934 at 15 Lewis Street, Hartford. 
This agency of the Hartford Fire is one 
of the oldest in the state having been 
founded by B. Roland Allen in Hart- 
ford in 1872. The Hartford Fire repre- 
sentation passed to Silas Chapman, Jr. 
in 1893 and to Silas Chapman & Co. in 
1924. In 1934 Francis Goodwin, II then a 
partner in the firm of Silas Chapman 
& Co., became agent of the Hartford 
Fire under the present firm name of 
Francis Goodwin & Co. Mr. Loomis’s 
association with the agency is the first 
change since 1934, 





Bowman Nominated As 


Chicago Board President 


George R. Bowman of R. A. Napier 
& Co., heads the slate for the Chicago 
Board of Underwriters’ officers for 1941. 
The election will be held at the annual 
meeting on January 23. Others named 
are Walter M. Sheldon, vice-president 
of W. A, Alexander & Co., for vice- 
president, and William H. Potter, Jr. 
Cook County manager for the Phoenix 
of Hartford, for reelection as treasurer. 

Three who are named to the board of 
directors are Robert M. Cunningham of 
Marsh & McLennan, the retiring presi- 
dent; Charles W. Ohlsen, manager for 
the Sun Insurance Co. and Allam I. 
Wolff, Associated Agencies. Two who 
are named to the patrol committee are 
Charles Buresh, vice-president of Fred 
S. James & Co, and E. B. Vickery, 
secretary of the ‘America Fore Group’s 
Western department. 





the George W. 
Since his as- 
sociation with the Paige office he has | 














ee a ae 








‘ 


maeiliees 





















194} 


tand- 
J. 


1 the 


; the if 
with © 
r for ee 


1 the 


aving | 


W. 
S as- 
» has | 
tye 
busi- | 
Co. 
had 
the 
aige 
onty- 
ency § 


ch 

3 

= he 
SP di. Logs 


— 

= 

o* 
-_ 











January 3, 1941 











sport, F 
rsity 





ee 











%, 4 
Any jns¥™ 





Western Department 
844 Rush St 
Chicago, IIlinois 


Southwestern Dept. 
912 Commerce St. 
Dallas, Texas 


Pacific Department 
220 Bush St 
San Francisco, Calif. 


FIREMEN'S 


all perils of loss or do 
policy covers ev 


LOYALTY 
to insure t 





INSURANCE COMPANY OF NEWARK, NEW JERSEY 


The Girard Fire & Marine Insurance Company The Concordia Fire Insurance Co. of Milwaukee 


National-Ben Franklin Fire Insurance Company 


Royal Plate Glass & General Ins. Co. of Canada 


Pittsburgh Underwriters @ Keystone Underwriters The Metropolitan Casualty Ins. Co. of N. Y. 


Milwaukee Mechanics’ 


461 Bay St., 


HOME OFFICE 
10 Park Place 
Newark, New Jersey 
Foreign Department 


111 John -St. 
New York, New York 


Canadian Departments 
Toronto, Ontario 
404 West Hastings St., Vancouver, B- C. 


Insurance Company 


Commercial Casualty Insurance Company 
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N. E. Mutuals Oppose 
Assessment Law Curbs 


WILL SEEK REPEAL OF STATUTE 





Vice-President Baker Representing 23 
Companies Comments on 1940 Results 
and This Year’s Objectives 


Raymond C. Baker, 
president Mutual Fire 
ciation of New England, 
statement in which he says that the 
New England mutuals show a_ small 
premium gain for 1940, losses were also 
larger, the 1941 outlook favorable and 
his group of twenty-three companies will 
continue their institutional advertising. 
According to Mr. Baker the Association 
took the following four major steps 
during 1940 to establish a closer bond 
with the insuring public: 

“Established a department for the pur- 
pose of studying the insurance business 
from the public’s viewpoint and mak- 
ing recommendations for changes which 
would be in the public’s interest. 

“Took steps to eliminate competitive 
arguments which would reflect on either 
mutual or stock insurance. 

“Sponsored an annual president’s re- 
port to all insurance agents representing 
New England agency mutuals, outlining 
steps for the ensuing year in the pro- 
gram of the association. 

“Inaugurated a newspaper institutional 
advertising program to inform the pub- 
lic of the contributions insurance makes 
to the American standard of living and 
the important services rendered by the 
insurance agent. 

Assessment Feature Attacked 

“Because of outmoded laws in New 
Hampshire and Massachusetts which still 
require mutual companies to write poli- 
cies containing assessment liability, even 
after these companies have acquired re- 
serves adequate enough to make the 
assessment feature useless, the New 
England mutuals are forced to confine 
74.5% of their business to the New Eng- 
land states, doing only 25.5% in all 
other states in which they are licensed. 

“Massachusetts and New Hampshire 
are the only states requiring assessment 
policies, every other state now per- 
mitting its mutual fire companies to 
write non- -assessable policies when they 
acquire sufficient resources. Under re- 
ciprocal laws Massachusetts and New 
Hampshire mutual companies must is- 
sue assessable policies in competition 
with stock and mutual companies writing 





executive vice- 
Insurance Asso- 
has made a 


non-assessable policies in forty-six 
states. 

“Executives of the New England mu- 
tuals believe that this discriminatory 


law should be repealed at the forthcom- 
ing sessions of the Massachusetts and 
New Hampshire legislatures to enable 
the half million mutual policyholders in 
these two states to secure the same non- 


assessable contract policyholders can 
purchase in every other state. 
Could Increase Business 
“While they do not expect any ap- 
preciable increase in business in New 


England through repeal of these laws, 
mutual executives are of the opinion 
that once they are permitted to com- 
pete on equal terms in other states they 
will show wide business gains. Such 
gains, they point out, will accrue to the 
benefit of the citizens of Massachusetts 
and New Hampshire, where several com- 
panies have their home offices, by bring- 
ing millions of new dollars into these 
states, with a resultant increase in em- 
ployment and expenditures for services. 
Repeal of these laws will be one of the 
major objectives of the association in 
1941. 
Advertising Program 

“Advertisements in newspapers and 
other media will stress how the twenty- 
three member companies have increased 
the insured’s purchasing power by re- 
turning 20% of the premium in the form 
of dividends and show how the wealth 
of Massachusetts and New Hampshire 
could be enhanced if these companies 


were permitted to write the same type 
policies as are being issued by companies 
of other states.” 





Employes of the Insurance Co. of North America singing their annual Christmas 
carols December 24 in the main floor of the home office building at 1600 Arch 


Street, Philadelphia. 


J. A. Griffiths was director, with Mildred H. Barth and 


Eleanor Sibre accompanists. 





NAMED PHILADELPHIA MGR. 





John J. Griffin, Jr.. Appointed by New- 
house & Sayre, Inc., of New York; 
Was With Home Some Years 

Newhouse & Sayre, Inc., of New York 
have announced the appointment of John 
J. Griffin, Jr., as manager of their Phila- 
delphia office. He succeeds R. B. Mc- 


Namee, who is being transferred to 
Chicago. 
Mr. Griffin was graduated from 


Brooklyn Preparatory School and Holy 
Cross College and also attended New 
York University School of Business Ad- 
ministration. He started in insurance 
with the Home of New York and served 
as special agent in the metropolitan and 
service departments for several years. 
He has been in the New York office of 
Newhouse & Sayre, Inc., for the past 
year. Newhouse & Sayre, Inc., are un- 
derwriting managers for the Home and 
its affiliated companies for “all risks” 
and inland marine insurance, and United 
States general agents for the Employers’ 
Group of Boston for aviation insurance. 

Associated with Mr. Griffin is Anthony 
Christian, who has been in the Phila- 
delphia office for several years and is 
in charge of the loss department. 


W. O. WILSON LOSES MOTHER 


Mrs. Frances Owen Wilson, mother of 
W. Owen Wilson, president of the Dav- 
enport oe Corporation agency of 
Richmond, Va., and a past president of 
the National Association of Insurance 
Agents, died at her home in Halifax 
County, Va., last week. She was buried 
from Oak Level Presbyterian Church 
of which her husband, the Rev. Thorn- 
ton S. Wilson, who died four years ago, 
was pastor for more than half a cen- 
tury. Mrs. Wilson was 88 years old. 
Besides her son, W. Owen Wilson, she 
is survived by three other sons and one 
daughter. 


TO FINGERPRINT ADJUSTERS 

President J. Cairns, of the Los Angeles 
Board of Fire Comissioners, who is a 
special agent for the Hartford Accident 
& Indemnity, in the local branch office, 
acting under authority voted by the 
Fire Commissioners, has directed Secre- 
tary Harold Story to arrange for the 
fingerprinting of all future applicants for 
permits to do business as fire insurance 
adjuster. Up to this time applicants 
have been required to furnish the board 


but 








with photographs and signatures, 
the new identification now will be 
added. Those now holding permits will 


be required to furnish the finger prints 
when applying for their renewal permits. 


LICENSED IN QUEBEC 





Insurance Organization Sponsored By 
Trust Company Has Principal 
ffice in Montreal 


The National Insurance Society has 
been licensed in Quebec. It is a new 
company with head office at 41 St. James 
Street, West, Montreal. Its _ initial 
paid-in capital is $90,000 and its sponsor 
is a trust company known as National 
Societe de Fiducie. J. V. Desaulniers, 
managing director of the trust company, 
is president and managing director of 
the insurance company which will write 
fire and casualty lines. 





Laboratories Issue 
Scripts of Broadcasts 


Underwriters’ Laboratories, Inc. of 
Chicago, New York and San Francisco, 
are distributing the first of a series of 
seventeen booklets containing scripts of 
radio shows sponsored in 1940 by the 


Laboratories. The programs were made 
possible through the coperation of Sta- 
tion WCFL of Chicago who produced the 
series as a public educational feature. 
Participants in the first broadcast were 
Curtis Welborn, John Salling, B. 
Caldwell, Jr., all from the Laboratories 
and William Leyden, interviewer. This 
series of weekly broadcasts was entitled 
“On the Safe Side.” Copies of these 
broadcasts may be obtained from Mr. 
Caldwell, assistant secretary in charge 
of publicity, at 207 East Ohio Street, 
Chicago. 


DOUBT OZLIN CANDIDACY 

Doubt is expressed in Virginia politi- 
cal circles that Thomas W. Ozlin, mem- 
ber of the State Corporation Commis- 
sion with supervision over the Insurance 
Department, will be a candidate for the 
Democratic nomination for the gover- 
norship in the 1941 primary. Certain 
developments in recent weeks have 
changed the complexion of things to 
such an extent that some political ob- 
servers, at least, believe that he will 
alter his determination to make the race 
for governor this year. The organiza- 
tion of Senator Harry Flood Byrd, whose 
backing he was believed to be counting 
upon, will be behind the candidacy of 
Colgate W. Darden, Jr., of Norfolk, rep- 
resentative of the Second District in 
Congress, according to apparently well 
substantiated reports. Mr. Ozlin has 
many friends among the Virginia insur- 
ance fraternity who had been hopeful 
that he would seek the governorship in 
the 1941 campaign. 





HONOR CHARLES E. CASE 


Associates Present Him With Gifts at 
Testimonial Dinner at Waldorf- 
Astoria in New York 

Seventy-five associates of Charles E, 
Case, who retired on December 31 as 
assistant United States manager of the 
North British & Mercantile, gave him 
a farewell dinner last Friday night at 
the Waldorf-Astoria in New York. 
United States Manager C. F. Shallcross 
was toastmaster. 

Mr. Shallcross presented Mr. Case 
with a motion picture camera, projector 
and supplementary, equipment covered by 
a camera floater insurance policy writ- 
ten in the Commonwealth Insurance Co, 
with which company he was actively 
associated when it became one of the 
North British group, He was also pre- 
sented with a testimonial scroll, signed 
by his associates, by Assistant Manager 
George H. Duxbury. 

A reception preceded the dinner. Mo- 
tion pictures of the occasion were taken 
and the film will be given to Mr. Case. 

In response to the tributes paid him 
by his associates, Mr. Case said he re- 
geretted retiring from the organization 
after thirty-four years mainly because 





he would miss the daily contacts with | 


his friends. On the other hand, he said 


that he had looked forward to retiring © 


because he would now have the oppor- 
tunity to pursue many interests which 
heretofore had been impossible due to 
lack of time. 

Among those who paid tribute to him 
were John L, Mylod and R. P. Stock- 
ham, assistant managers; A. R. Thom- 
masson, retired assistant manager; P. J. 
Moriarity, manager of the Detroit met- 
ropolitan department; T. N. Patterson, 
secretary at Philadelphia, and J. P. Hol- 
lerith, retired secretary. Mr. Case’s son, 
Charles L., came from Indianapolis to 
attend the dinner. 





Rutland, Vt., Increases 
Coverage on City Risks 


Through the cooperation of the city 
board of finance and a committee of 
Rutland insurance agents, this city has 
increased the amount of fire insurance 
carried on its buildings by 101% at an 
increased annual cost of only 20%. 

The readjustment of the insurance 
coverage was the outcome of a con- 
ference early in the year in which Mayor 
Henry Carpenter, City Treasurer 
Theodore P. Roberts and Esme A. C. 
Smith, president of the board of alder- 
men, representing the city, and Edward 
S. Pike, Stephen C. Dorsey and Charles 
J. Smith, comprising a committee ap- 
pointed by insurance agents of Rutland, 
took part. It was decided at that time 
that the city buildings were inadequately 
covered and that, considering hazards 
in the various buildings, the insurance 
should be increased.” 

Later appraisals of the buildings were 
made and the agents’ committee sug- 
gested various improvements which could 
be made to lessen fire hazards so that 
lower premium rates could be secured. 


A new form was developed for the city’s . 


policies whereby all policies would read 
alike and there might be no chance of 
miscoverage. The cost of printing the 
forms and all other expenses except 
the improvements of buildings were 
borne by the insurance agents. 

At the same time the agents’ commit- 
tee made available to the city a much 
lower rate on fire insurance for personal 
and movable property. For the first 
year, the insurance on building contents 
will cost $1,250 but every year, there- 
after, the charge will be only $424. 


FINE COOPERATION OF PUBLIC 
Fire department officials of St. Paul 
are much gratified at the cooperation 
they are getting from property owners 
in their annual inspections. In the in- 
spection of 51,000 housing units in 1940 
the firemen report that less than one- 
half of 1% refused to cooperate. Only 
twenty-eight condemnation orders were 
issued. The inspectors found 220 defec- 
tive chimneys, 765 defective heating 
plants and 450 places with defective 
wiring. 
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N THE Merrimac Valley at East Haverhill, Massachusetts, 
I there stands an old seventeenth century house. More than 
two hundred and fifty years ago its staunch hand-hewn, 
fifteen-inch beams, which have weathered the ravages of 
New England’s rough winters since the days of King Philip, 
were raised into place by a sturdy colonist named Whittier. 
He was the great-great-grandfather of John Greenleaf 
Whittier, America’s beloved poet, who was born in the 
gray, weather-beaten structure on December 17, 1807. 

It was here that the poet lived during his childhood, work- 
ing as a “barefoot boy with cheek of tan” on his father’s 
farm, attending the district school and, a few years later, 
contributing his earliest poems to neighboring newspapers. 

Beyond the little entry there is a small steep staircase, 
the poet’s study on the right, and—on the opposite side— 
the room where he was born. It was in the kitchen, the 





largest and most important room in the house, that 


Whittier visioned “the winter’s evening scene,” “the rude 
furnished room,” and other features that culminated in the 
birth of his famous “Snow Bound.” 

When a new academy was opened at Haverhill, the Haver- 
hill newspaper provided young Whittier with a home, that 
he might attend the institution. Having no funds with which 
to pay his tuition, he learned to make slippers and through 
their sale contrived to pay his expenses at the academy. 

The old house at East Haverhill was purchased by James 
H. Carleton soon after the poet’s death in 1892 and was later 
transferred to a Board of Trustees composed of members 
of the Whittier Club of Haverhill with the understanding 
that the building and grounds were to be restored to their 
original condition and thrown open to any visitor who might 
wish to make a pilgrimage to the scene of “Snow Bound.” 


The Home, through its agents and brokers, is America’s leading insurance protector of 
American Homes and the Homes of American Industry. 
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FORM ST. LOUIS COUNCIL 





Local Agents and Brokers, Fieldmen, 
Auto and Marine Underwriters 
Join New Organization 
John J. O'Toole, president, the In- 
surance Board of St. Louis, has an- 
nounced the formation of the Council 
of Insurance Associations of St. Louis 
which will include in its membership all 
local stock insurance interests except 
the Life Underwriters Association, the 
life general agents and managers and the 
branch offices of casualty companies. His 
statement was as follows: “At last the 
dream of two years is an accomplished 
fact! The insurance fraternity, other 
than life and branch offices of casualty 
companies, realize that the only way 
to improve the business of insurance in 

St. Louis is to be united. 

“For years the stock insurance busi- 
ness has taken a defensive attitude. We 
have been more or less shy and apolo- 
getic. We have had so many different 
organizations, each operating for itself 
and each watching the moves of the 
other that the result has not been 
to the best advantage of the business 
as a whole. 

“After numerous meetings, doubts, dis- 
appointments, and some times. the 
thought: ‘Is it worth while?,’ all of the 
insurance interests decided to form ‘the 
Council of Insurance Associations of 
St. Louis’ and the following organiza- 
tions have agreed to the constitution 
for this new association: Insurance 
Board of St. Louis, Associated Agents’ 
and Brokers’ Association, St. Louis As- 
sociation of Insurance Brokers, automo- 


bile underwriters, and marine under- 
writers. 
“The branch offices of the casualty 


companies have attended a number of 
meetings, but will not commit themselves 
until the by-laws are completed, which 
will, no doubt, be finished before the 
annual meeting of the Insurance Board 
of St. Louis, at Hotel Chase the evening 
of Wednesday, January 22, 1941, and it 
is hoped that the proposed by-laws will 
be satisfactory to the branch offices. 


Says Big Bill 


(Continued from Page 15) 





in order to measure the extent of their 
interdependency. 

“Whether the 
one building 
ascertain the 


property owner owns 
or a hundred, he must 

location of each and the 
nature of his customer’s insurable in- 
terest. Are the buildings owned out- 
right? Is there a mortgage interest to 
protect? If the buildings are leased, the 
fire clause in the lease must be analyzed 
to see whether it creates any unusual! 
liabilities on the part of the lessee, and 
the rental paid in relation to current 
rental values in the locality must also 
be considered, in order that leasehold 
interests of value may be protected by 
insurance. 

“He must find out what the building 
laws in the various localities specify in 
order to ascertain whether there is a 
need for demolition insurance. It is not 
unusual for a building to be partially 
destroyed by fire or some other hazard, 
and for its owner then to learn that he 
will not be permitted by local ordinance 
to reconstruct it. Demolition insurance 
will indemnify him for the value de- 
stroyed under these circumstances that 
would not be covered under the usual 
fire or property damage insurance con- 
tract. 


Hazards to Be Investigated 

“The competent agent must ascertain 
the value of foundations and other prop- 
erty that may be excluded from the 
operation of the coinsurance clause and 
the nature of automatic sprinkler and 
other sources of private protection. If 
any part of the building is leased to 
tenants, he must ascertain the rental 
income derived therefrom in order that 
such income may be protected. 

“He must investigate explosion and 
other unusual hazards which may be 
created by the location of the risk or 
the nature of the business. He must 
learn something about the industrial re- 


lations existing between employer and 
employe for these may have a distinct 
bearing upon forms of insurance that 
should be recommended. 

“He must know the nature of the 
equipment and merchandise employed 
in the business and their susceptibility 
to damage from both fire and water. He 
must ascertain maximum values of stock 
as well as the minimum, the rate of 
fluctuation in values and the seasons of 
the year in which they occur. He should 
know the nature, value and location of 
stock sold on consignment or bought for 
future delivery. 

“He must carefully analyze operating 
statements in order that the earnings 
of the business may be protected and 
he must also arrange to protect the 
owner against interruptions caused by 
fire or other insurable hazard at distant 
sources of supply that may be under 
operation and control of others. Many 
manufacturing concerns, by way of ex- 
ample, are dependent upon some outside 
source for power. If that source of 
power should be destroyed, then opera- 
tions would cease, or be badly crippled. 

“He must consider the forms of trans- 
portation employed in the shipment of 
merchandise and the various hazards 
which confront the owner of the busi- 
ness through the operation of trucks or 
the automobiles of salesmen or other 
employes.” 


Extended Cover Premiums 
Higher in E. U. A. Field 


Extended coverage endorsement pre- 
miums of fire insurance companies will 
total more than $4,500,000 in 1940 in 
Eastern Underwriters Association terri- 
tory, compared with $3,670,000 in 1939 
and $2,183,000 in 1938. It is expected 
that the loss ratio for 1940 will be 
favorable. Due to the hurricane in 1938 
the loss experience that year was bad 
but 1939 was fair. More and more agents 
are actively pushing the extended cover- 
age endorsement when renewing fire in- 
surance contracts with present clients. 





Greensboro Local Board 
Re-elects Its Officers 


All officers of the Insurance Exchange 
of Greensboro, N. C., were re-elected at 
a meeting held December 17, at which a 
resolution was passed instituting uni- 
form practices on writing fire insurance 
on new houses under construction. Al- 
bert F. Stevens was named chairman 
of a committee to complete arrange- 
ments for the exchange’s annual banquet 
in January. 

Officers of the Greensboro Insurance 
Exchange are George H. Underwood, 
president; Albert F. Stevens, vice-presi- 
dent; Charles T. Lambeth, secretary and 


PAGE SURPLUS LINE CHAIRMAN 


California Association Holds Annual 
Meeting; Manager Toomey Reports 
Progress During Year 
The Surplus Line Association of Cali. 
fornia has elected the following officers: 
Chairman, Charles Page, Jr., Johnson & 
Higgins, San Francisco; secretary-treas- 
urer, F. X. Flood, Edward Brown & Dor 
Sons, San Francisco. Executive commit. 
tee, northern California: W. B. Swett, } 
Swett & Crawford; Harold Toso, Ney. § 














house & Sayre; Russell Blackman, 7 OF A 

O’Brien & Blackman Co.; E. R. Browne © 

Otis & Browne, Inc. Southern California: 7 Succe 

Eugene Battles, Rowan & Co.; G. HY tir 

Walker, Walker & Co.; William E. Leb. 7 

by, state manager Massachusetts Indem. 

nity. Vic 
The annual meeting was held in two the J 

sections, the northern one in San Fran- (7 Hart! 

cisco and the southern one in Los An. © Jame: 

geles. Manager Irwin C. Toomey made Ohio 








his report for the year showing progress 
with admitted companies, and also that 
the premiums in California for Lloyd's 
London, showed an increase for the year, 





treasurer; Homer N. LeGrand, director 
at large; O. D. Nelson, chairman of the; 
educational committee; E. J. Carpenter, © 
chairman of the county insurance com: |” 
mittee, and Fuller Smith, chairman of | 
the city insurance committee. 





Philadelphia, Pa. 





‘525 Chestnut Street e 


AUTOMOBILE - FIRE - INLAND MARINE!! 


ie R i G “4 T Coverage 


It is our policy to help our agents write policies that are right in 
every respect ... with special protection to meet special 
requirements . . . so that every contract meets precisely 
every detail of the assured’s needs. We will welcome 

the opportunity to help work out your problems. 


PEARL ASSURANCE CO., LTD. 
(United States Branch) 


THE EUREKA-SECURITY FIRE & 


EARL AMERICAN FLEET 


HOME OFFICE - 80 JOHN 


Cleveland, O. 
314 Bulkley Building e 


Chicago, Ill. 
175 W. Jackson Blvd. 





STREET, NEW YORK 


Cincinnati, O. 
2810 Carew Tower " 


MARINE INSURANCE CO. 


MONARCH FIRE 
INSURANCE 
COMPANY 
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Donovan Marine Mer. 
For Ohio Department 


OF AUTOMOBILE AND STANDARD 





Succeeds T. F. Hummel Who Has Re- 
tired; Donovan Has Been Agency 
Manager for Marine Since 1930 
Vice-President E. J. Perrin, Jr., of 
the Automobile and Standard Fire of 
Hartford, announces the appointment of 
James R. Donovan as manager of the 


Ohio marine department at Cleveland, 





JAMES R. DONOVAN 


in charge of inland and ocean marine 


insurance business throughout Ohio. 
This appointment is occasioned by the 
retirement of T. F. Hummel on Decem- 
ber 31. 

Mr. Donovan, or “Genial Jim,” as he 
is known to friends throughout insur- 
ance, is well qualified for his new post 
in Cleveland. He went with the Aetna 
Life Affiliated Companies in 1919 in 
the ocean marine department in New 
York. From 1920 to 1926 he was a 
marine special agent, and from 1926 
to 1928 was field supervisor in the home 
office marine department. Mr. Donovan 
was appointed marine superintendent of 
= in 1928 and agency manager in 


Mr. Donovan has traveled in practi- 
cally every state in the Union and is 
widely known to agents. Mr. Dono- 
van’s years of experience, traveling 
throughout the country in connection 
with the development of marine busi- 
ness, should prove helpful to agents in 
the Ohio territory. 





Powers, Kaplan & Berger 


Hosts at Xmas Luncheon 
Powers, Kaplan & Berger, well known 
fire insurance law firm in New York 
City, gave its annual Christmas luncheon 
on Tuesday, December 24, at 90 John 
Street. This is always a popular affair. 
Assisting in receiving the guests were 
the members of the firm which include 
Senator Abraham Kaplan, Samuel A. 
Berger, George I. Gross, David A. Tick- 
tin, Carl Helm, Moses S. Finesilver and 
Augustin J. Powers. 


MOODIE JOINS FIRE ASS’N 

The Fire Association of Philadelphia 
Group announces the appointment of 
Donald E. Moodie of Atlanta, Ga., as 
special agent of its marine and inland 
Marine departments at Philadelphia, ef- 
fective January 1. 








Re-elect Pulbrook Lloyd’s 
Chairman For This Year 


When the Committee of Lloyd’s for 
1941 held its preliminary meeting in 
London recently Eustace Ralph Pulbrook 
was re-elected chairman and H. G. Ches- 
ter deputy-chairman. No doubt the 
committee is satisfied with the way in 
which Messrs. Pulbrook and Chester 
have filled the respective offices during 
1940 that the 
no time for a change. 


and consider present is 


Mr. Pulbrook brings wide experience 
to the onerous task of the chief office 
at Lloyd’s. He first served on the com- 
mittee during 1921-23, was deputy-chair- 
man in 1925 and chairman the following 
He was a member of the com- 


year. 
mittee for 1930-33 and in 1932 was 
awarded Lloyd’s Gold Medal—a_ rare 


honor—for services to the corporation. 
At the end of 1938 he was again elect- 
ed a member of the committee for an- 
other period of four years, and last year 
became chairman. No leader at Lloyd’s 
is better fitted by temperament to head 
the institution during the present crisis. 
The high qualities of Mr. Chester, too, 
ensure that his re-election will also be 
approved. 


Westchester Plan for Cooperation 





With Banks on Auto Finance Risks 


A program of bank-agency coopera- 
tion in the insurance of financed auto- 
mobiles has been developed by the 
Westchester County Association of Lo- 
cal Agents, of which Charles J. Schoen, 
Mount Vernon, is secretary, and Murray 
M. Lent, White Plains, is president. 
The plan will be launched early this 
year. Commercial banks in Westchester 
County were recently informed of the 
plan through a letter from Mr. Schoen, 
in which was stated that in the en- 
deavor of the banks to increase the 
volume of business they do with local 
residents in financing automobile pur- 
chases, the Westchester County Asso- 
ciation feels that it is proper for this 
financing to be done through local banks, 
and the banks should permit the bor- 
rower to designate his own insurance 
agent in providing required insurance. 

Bank Will Help Agents 


“Banks who finance cars and cc- 
cperate with agents in this manner are 
actually helping agents to regain insur- 
ance of their policyholders heretofore 
written by finance companies,” the let- 
ter states. 

As the first step in this direction as- 
surance vas given by the association 
that member agents are “ready, willing 
and anxious” to enclose in every letter 
dispatched to their policyholders from 
their individual offices a mailing piece 
urging car buyers to “Finance your next 








For 99 years Atlantic has 
been an outstanding company 
in the marine insurance world. 
Today, however, marine in- 
surance is only a part of At- 
lantic’s varied and expanding 
business. 

Atlantic policies are non- 
assessable. Most of them share 
in the company’s profits 
through dividends, regardless 
of individual losses. Atlantic 
adjustments are prompt and 


ungrudging. 
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car through a bank and save.” The 
mailing piece lists the names of banks 
cooperating in the program and con- 
tains the name of the agent with the 
added line, “This will serve as an intro- 
duction to any bank listed herein.” 

It is believed by the association that 
the message will reach at least 80% of 
the 175,000 car owners in Westchester 
County and that it will be helpful to 
the Westchester banks in obtaining their 
share of the estimated $17,000,000 in 
loans made on cars annually in the 
county. 

Important points listed in the com- 
munication to the banks are as follows: 
Provisions of Program 

“1. In the event the borrower has 
no preterence as to insurance agent, the 
bank will submit a list of member agents, 
furnished by this association, to the bor- 
rower from which they may select an 
agent to write the required insurance. 

“2. In the event the borrower, after 
reviewing the list, still has no prefer- 
ence, then the bank is to designate some 
agent on the list, preferably one who 
is a depositor of the lending bank. 

“3. Banks will limit ‘reference to in- 
surance’ in any of their advertisements 
to these words, ‘The required insurance 
may be furnished by your own insurance 
agent.’ 

“4. Banks agree to notify this asso- 
ciation should they now have, or obtain 
in the future, a master policy from one 
insurance company at ‘reduced or cut 
rates’.” 

As to Number 3, the association said 
that a few banks have advertised the 
statement that all they needed was fire 
and theft insurance. They held no ob- 
jection to an oral statement to this ef- 
fect, but felt that agents should be free 
to discuss the advantages of all types 
of coverage with the borrower even 
though banks may only require the fire 
and theft coverages. 

As to Number 4, the ‘association said 
that it has no objections to master poli- 
cies, “but those written at reduced or 
cut rates only favor the agent who 
placed the policy for the bank and to 
the exclusion of all other agents.” 





West Virginia Adopts 
New Policy of N. A. U. A. 


The West Virginia Insurance Depart- 
ment has approved the standard auto- 
mobile fire, theft, collision and compre- 
hensive insurance policy of the National 
Automobile Underwriters Association 
and will make it mandatory after June 1 
for all companies doing business in the 
state. The Department has accepted 
the N.A.U.A. policy as written with 
only a few minor changes. Louisiana 
and Mississippi are two other states 
where this new automobile form is man- 
datory for all companies writing this 
business, whether members of the 
N. A.U.A. or not. 





GEORGE F. McGUIRE DIES 

George Francis McGuire, secretary in 
New York for John C. Paige & Co, 
Inc., insurance brokers, died from a 
heart attack last Saturday at the age 
of 51. He was with the organization 
twenty-three years and is survived by 
his widow, a son and a sister. Mr. 
McGuire entered insurance in 1903. A 
requiem mass was celebrated Tuesday 
morning in the Church of the Holy 
Cross in Brooklyn. 





N. J. SPECIALS TO MEET JAN. 6 
The New Jersey Special Agents Asso- 
ciation will hold a dinner meeting next 
Monday evening at six o'clock at the 
Essex House in Newark, N. J. The 
business meeting following the dinner 
will be brief as the entertainment com- 
mittee has made arrangements for use 
of the Essex House bowling alleys. 
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E. C. Lunt Tells About Role of Surety 


Cos. in National Defense Program 


At His Best in 1940 Review of Bonding Activities for J. of C. 
Annual Number; H. P. Stellwagen, E. E. Robinson, C. W. 
Hobbs, A. J. Mountry, F. S. Garrison Also Authors 


More than usual interest is attached 
to the “review of the year” article by 
E. C. Lunt, Great American Indemnity 
vice-president, which took up many 
columns in the New York Journal of 
Commerce December 26. Prepared at a 
time when the bonding business is 
geared up to a high pitch to render 
emergency service to the government 
on national defense and war orders, Mr. 
Lunt, as the “unofficial historian” of the 
surety business, has set forth with great 
pains the problems with which the com- 
panies in his field have coped. Keen 
has been the interest in his comments 
among surety men, the article having 
been reprinted in booklet form by the 
Great American. 

No previous publicity, for example, has 
been given in the insurance press to 
the action by the Bureau of Contract 
Information in appointing a committee 
of five to explore the possibilities of 
handling in some uniform and perhaps 
cooperative way the large bonds incident 
to the defense program. Mr. Lunt gives 
these background facts in the situation: 

“While it was not expected that an 
underwriting pool would be formed, and 
while it was taken for granted that the 
bonding companies would act indepen- 
dently, as theretofore, in accepting or 
rejecting participation in the bonds re- 
ferred to, it was felt that the tremendous 
job of providing, quickly and surely, a 
vast and unprecedented volume of sure- 
tyship for any one principal should be 
assumed by the industry as a whole 
rather than by any individual company. 
It was hoped that the committee would 
be able to recommend some uniform, 
standardized and highly constructive 
method of dealing with the situation 
outlined. 

No Report Yet 

“It was realized that the bureau had 
handed to the committee a large order, 
and in fact the committee has never 
submitted any report of its deliberations 
and findings. Perhaps it concluded that 
the swift march of events was making 
a report superfluous, since the ——- 
nies have found it practicable thus 
through the efficient functioning of the 
regular machinery of reinsurance and 
co-suretyship, to handle successfully the 
many very large bonds covering con- 
tracts for naval and aircraft construc- 
tion, munitions and the like. The com- 
panies have been able to do this, how- 
ever, only by relaxing materially their 
ordinary requirements as to capital re- 
sources and other qualifications of prin- 
cipals, and by accepting parts of the 
risks referred to without exclusive re- 
gard to the dictates of underwriting 
prudence.” 

Increase in Construction 

Mr. Lunt told in detail how the de- 
fense program has stimulated production 
to an unusual extent. Up to June 
last engineering construction had fallen 
off 11% from that of the first half of 
1939, but in the next sixteen weeks more 
than $1,500,000,000 worth of construction 
was awarded, with the result that the 


total for the first forty-two weeks of 
1940 exceeded by 19% the total for the 
corresponding period of 1939. Congress 
has voted $13,500,000,000 for defense 
(85% of it in the four months, June to 
September of this year), of which it is 
esimated that $2,700,000,000 will go for 
construction. These figures may be ex- 
panded soon. “Well may it be said that 
construction is our first line of defense,” 
savs Mr. Lunt. 

He also referred to some unusually 








Biggest Contracts of 1940 


The two biggest aircraft contracts of 
1940 in which sureties were participants 
are said to be the following: 

1. Douglas Aircraft Co., of Santa 
Monica, Calif—order for 1,774 attack 
bombers at a total cost of $141,320,610. 
Originating company on the performance 
bond of $7,066,030 was Indemnity Co. of 
North America. There were twenty-nine 
participating companies. 

2. The Boeing Aircraft Co. of Seattle 
—order for 512 attack bombers at a con- 
tract price of $130,212,805. American 
Surety was originating company on the 
bond which amounted to $7,044,995. 
Twenty-two companies participated. 
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large bonds issued on construction jobs 
in the past and said that they have been 
dwarfed repeatedly in recent months. 
Much new government work of large 
proportions is under way and he re- 
marked that as to four big naval vessels 
contracted for, “the government will now 
accept a single bond of moderate amount 
for the entire undertaking, instead of 
requiring four separate bonds as former- 
ly; and because, for another example, 
the government frequently demands 
from an awarde a bond equalling only 
10% of the contract price, whereas in 
normal times it has been usual to require 
bonds of much larger proportionate 
amount. 

This new practice of certain Federal 
departments has facilitated the procure- 
ment of the needed suretyship but it 
also tends to reduce premiums. At the 
same time the government’s option to in- 
crease production greatly has expanded 
enormously the risk of surety.” 


Cost-Plus Contracts 


Mr. Lunt directed attention to the 
government practice of negotiating large 
contracts on a cost-plus-a-fixed fee basis, 
and of the accompanying practice of 
waiving the usual requirement of per- 
formance and payment bonds. He added: 
“While it is doubtless true that most 
underwriters deem cost-plus contracts 
less hazardous to bond, generally speak- 
ing, than those whereunder the prin- 
cipal is bound in any event to perform 
the contract for a stipulated price, it 
is still necessary to underwrite the busi- 
ness with care and especially to consider 
the financial responsibility of the given 
principal. Obviously we have in this 
situation the seeds of trouble—seeds un- 
fortunately that may not fructify for 
years.” Mr. Lunt pointed out how these 


cost-plus contracts caused trouble for 
(Continued on Page 27) 


EMPLOYERS’ GROUP EXPANDS 





Opens Florida Department With F. M. 
Redmond Manager; Also Kentucky 
Unit Under J. V. Rice 
The Employers’ group has opened two 
new departments, one in Florida with 
Frank M. Redmond as resident mana- 
ger and the other in Kentucky with 
James V. Rice as resident manager. 
The Florida department will be located 
in the Lynch Building, Jacksonville, and 
the Kentucky department in the Marion 

E. Taylor Building, Louisville. 

Mr. Redmond entered employ of the 
Employers’ group in 1926 as an under- 
writers in the Southern department at 
Atlanta. He was promoted to chief 
underwriter of casualty lines in that of- 
fice; transferred to Jacksonville, Fla., 
in 1939, where he serviced the business 
in that territory until his appointment 
as resident manager of the new Florida 
department. 

Mr. Rice first went to the Emplovers’ 
in 1929 as a claim adjuster in the Illinois 
department. Previously he had been 
with the London Guarantee & Accident 
and the Hartford Accident & Indemnity. 
Later he was transferred to Springfield, 
Ill., where he was in charge of the claim 
office. In 1936 he was made a special 
agent traveling the southern Illinois ter- 
ritory, and continued in that capacity 
until his new appointment. 





F. B. ALLDREDGE PRESIDENT 





Occidental Life Manager Heads A. & H. 
Managers Club of Los Angeles; Na- 
tionally Prominent; Other Officers 

The Accident & Health Managers 
Club of Los Angeles has elected the 
following officers for 1941: 

President, F. B. Alldredge, Occidental 
Life; vice-president, Otto Kloppenburg, 
Hartford Accident & Indemnity; sec- 
retary-treasurer, William Howell, Mary- 
land Casualty. New directors include 
John Ford, Pacific Mutual Life; W. E. 
Lebby, Massachusetts Indemnity, and 
George Neale, Hollingsworth & Co. 

Following the election the club held 
its annual Christmas party, the mem- 
bers exchanging gifts. 

President Alldredge is active in both 
state and nationa! A. & H. affairs, being 
a member of the executive committee 
of the Health & Accident Underwrit- 
ers Conference and prominently iden- 
tified with the National A. & H. Asso- 
ciation. 





Surety Association Meets 
In New York January 10 


The Surety Association of America 
will hold its annual meeting at 60 John 
Street, New York January 10. Discus- 
sion of the national defense program 
will be the principal feature. Three 
other quarterly meetings of the asso- 
ciation will be scheduled this year, 

Since officers for 1941 were also elected 
in October, election of officers will not 
take place again until January 1942, 
Arthur F. LaFrentz, president American 
Surety, is chairman of the executive 
committee and E. Vernon Roth is sec- 
retary. The organization has forty-four 
member companies. Following the an- 
nual meeting there will be a meeting of 
the executive committee. 





MARTIN-TWEED NUPTIALS 

Florence Amy Martin, daughter of Mr. 
and Mrs. Stanley Martin, Jackson 
Heights, New York, was married Decem- 
ber 28 to Captain ‘John Tweed, now in 
active service of the 5: Navy as 
Lieutenant-Commander. Mr. Martin is 
assistant secretary of United States 
Casualty. 





ANNUAL MEETING JANUARY 6 

Casualty Underwriters Association of 
Philadelphia will hold its annual_dinner 
meeting January 6 at Penn A.C. Re- 
tiring President John M. Richardson, 
Globe Indemnity, will preside. Election 
of officers will take place. 


National A. & H. Ass’n 
Meeting Shaping Up 
R. S. MOORE TO TALK AT LUNCH 


500 Expected at Mid-Winter Gathering 
in Indianapolis January 28-30; Com. 
panies Arranging Agency Meetings 





Russell S. Moore, assistant manager 
of agencies, Midland Mutual Life of 


Columbus, O., will be a featured speaker 7 
at the mid-Winter meeting of the Na. | 


tional Accident & Health Association 
in Indianapolis, January 28-30. The first 


speaker to be announced, Mr. Moore will le 


address the convention at its Wednes- 
day luncheon, January 29, on the topic 
“The Proper Mental Attitude.” At the 


afternoon sales congress, an estimated 


crowd of 500 officials of A. & H. compa- 
nies, branch managers, general agents 
and local agents will assemble to learn 
the best methods of increasing 194] 
production of A. & H. insurance. 

Mr. Moore has been in the 
ance business for nineteen years, 


Midland Mutual since 1934. 
that time he taught school and_ super. 
vised athletics for the Goodyear Tire 
& Rubber Co. In a ye ear’s time Mr, 


Moore gives between seventy-five and [| 
100 talks before conventions, sales con- ~ 


associations, col- 
business women’s 
He has had 


in the 


gresses, underwriters’ 
leges, high schools, 
clubs and luncheon groups. 
a broad experience in working 
field with insurance agents. 

A number of companies have sched- 
uled agency meetings of their own to 
be held at Indianapolis while the mid- 
Winter convention is in progress. Among 
them are Business Men’s_ Assurance, 
which will tell its agents about a month- 


ly premium plan program for writing F 


hospitalization insurance; Empire Life 
& Accident, which will have about forty 
agency managers and company men on 
hand; Great Northern Life, which will 
discuss 1941 plans with its producers; 
Hoosier Casualty, which will tell its pro- 


ducers about a new production contest ~ 


called “The Speedway”; Illinois Bankers 
Life which is planning for a meeting of 
about 20 Midwest producers, managers 
and company men, and Mutual Benefit 
H. & A, whose vice-president, Sam 
C. Carroll, will conduct a session with 
125 present, outlining the 1941 produc- 
tion campaign. 


B. E. JOLINE’S NEW POST 








Starts 1941 as Bonding Sup’t. of Royal 
Indemnity in N. Y.; Previously 10 
Years With New Amsterdam 
B. E. Joline, well known for his bond- 
ing production activities along William 
Street, starts the New Year with the 
Royal Indemnity as superintendent of 
its metropolitan bonding department. 
He resigned from a similar post in the 
New Amsterdam Casualty to accept his 

new position, 

Since his graduation from Yale Uni- 
versity in 1923, Mr. Joline has acquired 
a well diversified knowledge of the 
fidelity-surety business. He started in 
the National Surety home office and 
was an assistant secretary of that com- 
pany when he resigned five years later 
to join Alliance Casualty. Then he be- 
came assistant secretary, Goud Sure- 
ty. Since January, 1930, he has been 
in charge of metropolitan (N. Y.) fidel- 
ity and surety production for the New 
Amsterdam Casualty. 


MAJ. W. R. RICHARDS DEAD 

Major W. R. Richards, 62, assistant 
treasurer, Bureau of Contract Informa- 
tion, Inc., Washington, D. C. died 
December 22 after failing in health for 
months. He came to the bureau seven 
years ago from the Associated General 
Contractors of America and had ably 
carried on his work in the interests of 
the construction industry. No man en- 
joyed wider or more sincere friendships, 
said General Manager W. D. Dean 0 
the bureau, in paying tribute to him this 
week. Born in Rising Sun, Md., he came 
of an old Maryland family. 
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Fred L. Way Agency is Example 
Of Son Following Father’s Line 


Among the “father and son” agencies 
of the Travelers is that of Fred L. Way, 
Hartford. These father and son agen- 
cies have been featured in “Protection,” 
published by that company each month. 
The Way agency is not one in which 
both father and son are engaged; it’s a 
little different from that. The father 
became an important executive of the 
Travelers and the son entered the agency 
field. A point the Travelers makes is 
that fathers often do not wish their sons 
to follow them in the same line of 
business. 

John L. Way, father of Frederic L. 
Way, retired in 1924 as vice-president of 
the Travelers but still serves as a di- 
rector and keeps up his lively interest 
in insurance affairs generally although 
he is eighty years old. His health is 
excellent and he devotes considerable 
time to horticulture, which has been his 
principal hobby for many years. His 
son has a general insurance agency in 
Hartford, and Morgan A. Stedman, a 
member of the Way family by marriage, 
is also in insurance, with an office in the 
Hartford branch of the Travelers. 

John L. Way began work with the 





Iowa Agents Will Hold 
Midyear Meeting Jan. 27 


Lyle M. Jefferies, Clinton, president of 
Iowa Association of Insurance Agents, 
announces that the midyear meeting will 
be held in Des Moines January 27. At 
the same time a testimonial dinner will 
be given for R. W. Forshay, Anita, vice- 
president of the National Association of 
Insurance Agents, 

The meeting has been called for two 
weeks after the Iowa legislature con- 
venes. At the last session a counter- 
signature measure was enacted and the 
qualification bill is another important 
feature in the association’s legislative 
program. The gathering will be the 
first midyear meeting held by the asso- 
ciation in many years. A large attend- 
ance is expected because of the Forshay 
banquet and the important legislative 
program. 





NEW ASSIGNED RISK PLAN 





Statistician G. A. Peery of Virginia 
Department Announces Method Soon 
To Be Made Operative 
George A. Peery, Virginia Department 
Statistician, has announced an _  as- 
signed risk plan which has been pre- 
pared for bodily injury and property 
damage insurance for people who have 
heretofore been unable to get coverage 
Owing to their inability to meet the 
requirements of the law. Certain com- 
panies will take assigned risks as they 
are recommended by the Virginia De- 
partment, the business to be written 
through Virginia agents of the respec- 
tive companies. Fifty or more truck- 
men and other operators of cars are 
among those without protection. Respon- 
sibility of determining whether they are 
qualified to get coverage now will rest 
with the Department and the Virginia 

Automobile Rating Bureau. 

Application will first be made to the 
bureau for the coverage. It is expected 
that the plan will be put into operation 
soon after January 1, 





BEN T. SHEPPARD BEREAVED 
_ Ben T. Sheppard, Los Angeles, super- 
intendent of claims for Hartford Acci- 
dent & Indemnity, suffered the loss of 
his wife, who died last month, 


Travelers in 1879 as a clerk. He be- 
came special agent in Iowa and Nebraska 
and served as state agent at various 
times in Connecticut, Rhode Island, 
Iowa, Nebraska, Missouri, Kansas and 
Texas. Then he was called to the home 
office as second vice-president and in 
1912 he was elected vice-president. He 
never represented any other company. 
After serving in the World War and 
making a fine war record, Frederic L. 
Way began work in the cashier’s depart- 
ment of the Travelers in Hartford. Later 
he became a field assistant in the life, 
accident and Group department, from 
which he resigned in 1923 to become a 
branch office agent in Hartford where 
he made a good record from the begin- 
ning, doing particularly well with the 
salary allotment plan. Mr. Stedman 
joined the Travelers in 1924 as an agent. 


KOPPELMAN FELICITATED 


Was with Lawford & McKim, Baltimore, 
50 Years Ago When That Firm 
Became General Agent for 
Employers’ Liability 
Arthur Koppelman, Baltimore, who 
operates as Lawford & McKim, ob- 
served that firm’s fiftieth anniversary 
as general agent for Employers’ Liability 
December 31. At a gathering of his 
intimate business associates he was pre- 
sented with a memento of the occasion 
on behalf of Edward C. Stone, United 
States general manager and attorney, 
the presentation being made by Ells- 
worth C, Knight, resident manager, 

Maryland-Virginia department. 

Mr. Koppelman was with Messrs. Law- 
ford & McKim fifty years ago as an 
office boy when they were appointed 
general agents for the Employers’ and 
through the years has commanded re- 
spect and friendship of many insurance 
officials. The anniversary gift, a silver 
fruit basket, more than 175 years old, 
was made by Edward Aldrich in London, 
one of the leading silversmiths of his 
time. 








G. L. ANDRE TRANSFERRED 

Gordon L. Andre, field assistant, cas- 
ualty lines, Indianapolis branch of the 
Travelers, has been transferred to the 
Minneapolis branch. 

















will never die... 











The show must go on —if sales must come in. So ring up the 


curtain on our advertising and merchandising plans — espe- 


cially prepared for you. Act number one is a continuous na- 


tional advertising campaign — in magazines reaching 2,000,000 


prospects every month. Act number two is direct mail material 


with which you can follow up our national ads. And act number 
three is The Employers’ Pioneer, our monthly house organ — 
filled with good constructive articles that show how to increase 


your sales with the help of our advertising. 





Want a Couple of Ducats? 
Simply write to our Publicity De- 
partment for some recent issues of 
our house organ The Employers’ 
Pioneer. They'll give you front row 
seats for our sales promotion show. 
You'll see how Employers’ Group 
Agents profit by it. No charge — 
the Pioneers are on the house. 











The 


EMPLOYERS’ GROUP 


& 


110 Milk Street, Boston, Mass. 


THE EMPLOYERS’ LIABILITY ASSURANCE CORPORATION, LIMITED 
THE EMPLOYERS’ FIRE INSURANCE CO. — AMERICAN EMPLOYERS’ INSURANCE CO. 





Experts Review 1940 
(Continued from Page 26) 


surety underwriters during World War 
No. 1 and he mentioned some of the 
litigation that grew out of those large 
transactions. 


H. P. Stellwagen‘s Article 


Automobile and compensation experi- 
ences in 1940 was covered in an article 
by H. P. Stellwagen, vice-president, In- 
demnity of North America. According 
to him rate reductions and increased 
claim frequency halted the profitable 
trend in those two lines, while defense 
spending arrested unfavorable develop- 
ments in compensation. Data obtained 
from twenty-eight stock casualty com- 
panies covering the first nine months of 
1940 indicate a premium income increase 
of .7% in compensation, 2.1% in auto- 
mobile and 3.8% in miscellaneous liability 
insurance, 

On the other side there was an in- 
crease of over a point in the compensa- 
tion loss ratio, three points in automo- 
bile and little change in other liability 
lines. This shows that the companies 
made a good profit on the miscellaneous 
liability business, a moderate profit on 
automobile and a little more than broke 
even on compensation. 


Robinson Writes on Nat’! Bureau 


E. E. Robinson, secretary, National 
Bureau of Casualty & Surety Under- 
writers, told of the many rule, rate and 
policy changes that were made last year 
to keep casualty insurance abreast of 
present conditions. There were many ad- 
vances made in underwriting and rate 
making. New policy forms were prepared 
for a number of classes and old cover- 
ages were improved. In practically every 
division of the National Bureau there 
was some outstanding accomplishment, 
Mr. Robinson said. 


In automobile, the safe driver reward 
plan and the private passenger classi- 
fication plan—worked out in 1938 and 
1939—are now believed to have had a 
wholesome effect on production of busi- 
ness. In 1940 the bureau concentrated 
on rating of commercial cars, and many 
other classes within the automobile 
group of risks were given attention. 
Mr. Robinson also dealt with improve- 
ments in policy provisions, introduction 
of the schedule liability form, important 
law changes in several of the states, 
including compulsory automobile insur- 
ance laws; U. & O. insurance in con- 
nection with boiler and machinery pro- 
tection, and rate changes in that class. 
On this subject Mr. Robinson pointed 
out: “The government’s preparedness 
and rearmament plans have thrown 
heavy overloads on numerous industries 
which should be reflected in additional 
contracts for insurance, with special em- 
phasis on inspections to obtain the con- 
tinuity of service so necessary at this 
time.” 

In burglary insurance most outstand- 
ing step taken in 1940 was adoption of 
the “3d’s” policy. The residence policy 
was broadened and robbery rates re- 
vised and bank rates were reduced. Com- 
pensation and liability insurance also 
received much attention in Mr. Robin- 
son’s article. 


Contributors to Review 


Mr. Lunt’s article was the lead-off in 
the Journal of Commerce review. Other 
casualty men who contributed articles 
to this edition were Clarence W. Hobbs, 
special representative, National Associa- 
tion of Insurance Commissioners; E. J. 
Schofield, chairman Acquisition Cost 
Conference; F, S. Garrison, secretary, 
Travelers Indemnity, who wrote on de- 
velopments in burglary insurance; C. M. 
Smith, counsel, Lumbermens Mutual 
Casualty, Chicago, on mutual casualty 
insurance in 1940; Andrew J. Mountrey, 
manager, A. & H. department, United 
States Life, on personal accident insur- 
ance; H. E. Dart, assistant secretary, 
Hartford Steam Boiler, on boiler and 
machinery insurance, and Richard Spitz 
attorney in Irvington, N. J. on social 
and economic phases of casualty insur- 


ance, 
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Notice To 
Indemnity Agents 


In order to give every Indem- 
nity Agent an opportunity to 
earn sufficient Merits to secure 
the Gift Awards he desires it 
has been decided to continue 
our “We're 20 in ’40 and go- 
ing like 60” Sales Campaign 


for 


AN ADDITIONAL THREE 
MONTHS 


During this three - months’ 
grace period, there will be no 
featured coverages earning 
extra Bonus Merits, but the 
regular number of Merits will 
be credited for increase vol- 
ume over the corresponding 
period of 1940, and ALL busi- 
ness will count in your total. 


Those who have redeemed all 
Merits earned during 1940 
may secure additional Gift 
Awards with Merits earned 
during January, February and 
March of this year, but it is 
requested that you feel reason- 
ably sure you can earn suffi- 
cient Merits in this three- 
months’ grace period. 


Casualty 
Fidelity 
Surety 





CAPITAL $2,500,000 


Indemnity 
Insurance Company 


of North America 
PHILADELPHIA 
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Future of Non-Profit Medical Insurance 


Seems Uncertain and Confused 


By Charles A. Togut 
Member of the New York Bar and C.P.A. 


Experience to date of non-profit medical insurance corporations, of which 
there are four in New York State, licensed under Section 9c of the state insurance 


law, has been unsatisfactory. 


Largest enrollment of families in any one corpora- 


tion is 500, it is reported, when there should be at least 25,000 families enrolled 


for such a plan to be successful. 


Progress has been slow, in the author’s opinion, 


because there are too many schools of thought within the ranks of the medical 


profession, and “competing plans with conflicting professional and economic objec- 
tives lead to public distrust and disfavor.” 


Mr. 


Togut is frank in saying that 


casualty insurance policies of private companies can now easily outstrip non-profit 


medical contracts from premium and coverage standpoints. 
that voluntary non-profit medical insurance is as essential to the progress of our 
His article follows: 


community as is sound education. 


While our society moves with dynamic 
progression, the short, turbulent history 
of voluntary non-profit medical insur- 
ance is one of grave disappointments. 
Voluntary medical insurance, as a vital 
and stimulating issue in our search for 
security, for the moment 
Forty million people in our 


health has 
been lost. 
country cannot buy medical care; they 
are destined to accept charity and fore- 
go essential treatment because the ex- 
pense, being unpredictable, proves cata- 
strophical to normal existence. 

In the year 1939 the members of the 
New York state legislature paved a gild- 
ed path for the medical profession to 
combat successfully hostile threats of 
socialized or state medicine and to trans- 
late the problem of inadequate medical 
care from the domain of agitation to 
that of lightning action. Article 9c of 
the Insurance Law empowers the Super- 
intendent of. Insurance to license cor- 
porations organized for the purpose of 
providing, through contracts with physi- 
cians and surgeons, medical and surgical 
care for nominal premium charges. As 
a means of expediting incorporation and 
operation, the law waives reserve de- 
posits or capital investments. This type 
of insurance differs from casualty or 
medical reimbursement insurance issued 
by stock companies, in that the physi- 
cians become co-insurers and are in con- 
trol of the activities of the organization. 
These corporations operate along the 
same broad principles as the Associated 
Hospital Service of New York. 


Four Corporations Licensed 


Four such corporations have received 
their licenses to do business in the 
State of New York. Their combined 
efforts, since Article 9c became effective, 
in enrolling subscribers, has not equaled 
one-half a month’s normal enrollment 
of the Associated Hospital Service. This 
disastrous display of the lack of public 
receptivity acutely increas?s the hazards 
and burdens of medical costs. Officials 
of the State Insurance Department, 
members of the medical profession and 
the interested public are confused and 
puzzled. Why has one of the most fer- 
tile fields of insurance in America to- 
day turned barren? Billions of dollars 
are spent annually for medical care and 
with the improvement in public health 
education, in scientific research and pre- 
ventive medicine many more billions will 
be expended. Yet the future of medical 
insurance is as uncertain—if not more so 
—than it was a year ago. 

Why have the voluntary non-profit 
hospital service corporations enlisted 
more than 5,000,000 subscribers in less 
than four years? What appealed to 
these millions? Statisticians and stu- 
dents of medical economics estimated 


CHARLES A. TOGUT 


that 10,000,000 anxious men and women 
awaited medical insurance to budget 
their needs. When the movement came 
in New York State and elsewhere the 
potential subscriber myth exploded and 
sizzled. 

“Why?” asks Mr. Inquisitive Public 
(and 2,000,000 others in New York) with 
a wife and two children who spent in 
1939 an average of $250 for doctors’ 
bills. “Why?” asks Dr. Public Spirited 
Jones (and thousands like him) who has 
publicly announced his support of med- 
ical insurance, and who is prepared to 
offer his services for humanity and the 
relief of public suffering. Why, inquires 
the head of the Insurance Department, 
have these corporations failed to pro- 
duce the expected results? 

A keen and penetrating analysis of the 
law and of the activities of medical ex- 
pense corporations reveal the following 
undisputed, but extremely controversial 
facts: 

Need Endorsement of Medical 
Profession 


No voluntary medical expense plan 
can operate successfully and beneficially 
without the unanimous and energetic 
endorsement of the medical profession. 
The law presupposes this: support; the 
public will demand it. A house divided 
is a house perished in the consumer’s 
eyes. The tremendous strides recorded 
by the Associated Hospital Service of 
New York have been due almost entirely 
to the solidarity of purpose and endorse- 
ment of its member hospitals. There 
can be no competitive plan because the 
“three cents a day plan” enjoys a virtual 
monopoly by the grace of its member 


But he also maintains 





hospitals and their unfaltering deternj. 
nation to fight for the endeavor. 
Within the ranks of the medical pro. 
fession there are numerous schools of 
economic and social philosophies, breed. 
ing disagreement and unhealthy discus. 
sion, Competing plans with conflicting 
professional and economic objectives hag 
led to public distrust and disfavor. 
Lack of Underwriting Soundness 


Any experienced and astute insurance 
underwriter can, with sincerity and de. 
termined purpose, intelligently attack 
an insurance project which is dependent 
upon income group classification; jp 
other words, a ceiling on subscribers 
income. In New York City alone more 
than 50% of all employables are seasonal 
wage earners for whom there can be no 
accurate determination of annual earn. 
ings. Are they to be precluded from 
enrolling one year and permitted to join 
the following year when their income 
may diminish due to a score of economic 
factors? To restrict the subscriber field 
to those in arbitrarily stated income 
brackets not alone will prevent the en 
listment of those over that scale. But 
eroup and selective risk underwriting 
(which is actuarially necessary under 
this form of coverage) discourages the 
enrollment of many under the brackets 
because of percentage requirements of 
group enrollment. 

True, the social significance of Article 
9e was to make available adequate medi- 
cal care for these in the lower income 
brackets. But to accomplish 
toriously 
freedom and equality in underwriting, 
The law makes no mention of income 
eligibility —the respective trustees of 
these plans feared the encroachment 
into the field of the private practice 
of medicine. On the contrary, medical 
insurance will tend to re-establish the 
private practice of medicine by absorb- 
ing those treated at clinics, charitable 
hospitals and those who refrained from 
any care because of self respect and 
restricted incomes. 

Danger of Income Limitation 

We must countenance the much _ pub- 
licized fact that more than 70% of 
those gainfully employed earn less than 
$2,000 annually and the problems and 
distresses inherent in the payment of 
medical bills are the same for the re- 
maining 30%. 
medical care rises in relation to higher 
earnings the interest in medical insur- 
ance naturally falls. But to limit eligi- 
bility arbitrarily will result in untold 
abuses, fraud and definite class dis- 
crimination, which becomes distasteful, 
not because of any constitutional con- 
sideration, but, rather that successful 
underwriting demands unrestricted free- 


dom except for risk consideration. In- 
come limitation is not a risk limita- 
tion; it is a hazardous limitation. Re- 


move the barriers and permit all the 
people to join; the natural wants and 
ability to pay will determine far more 
concretely and judiciously the spheres 
of the truly eligibles. 


Premium Rates and Coverage 


Years ago, when the Associated Hos- 
pital Service came on the scene, com- 
paratively few insurance companies were 
writing medical and hospital reimburse- 
ment policies; today a number of them 
are vigorously soliciting policyholders 
for this form of insurance. Hence, the 
field no longer remains noncompetitive. 
The executives of the stock and mutual 
companies view with practical concern 
actuarial studies, underwriting risks and 
other essential elements before arriving 
at a final determination of the premium 
rates and policy coverages. The non- 
profit medical corporations were obliged 
to consider factors outside and foreign 
to the scope of pure insurance. There- 
fore, much is experimental and untried. 
The saleability of the policy was vitally 
affected by the insertion of many clauses 
which created selling friction and re- 
sistance. Many policies contain deduct- 
ible features thus destroying the first 
commandment of social necessity an 
reform, namely, to provide medical and 


(Continued on Page 30) 
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“Two Hartford’s” Home Office 
Handsome In Holiday Attire 
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A night view of the portico of the home 
Accident & Indemnity 
Gaily decorated for 


and the Hartford 
in the above picture. 


in Hartford, 





office building of the Hartford Fire 
Conn., is strikingly shown 


the holiday week, the entire facade of 


the building is illuminated in a glow of mellow light from a battery of 750 watt 


flood lamps. 


In its commanding location atop a knoll, 


the “Two Hartfords” home 


office is one of the impressive sights of the Hartford insurance and business dis- 


trict and especially so at Christmas time. 





BEN BLUE DINED 





Given Surprise Party in Recognition of 
New Post With Central Surety; 
J. F. O’Loughlin Toastmaster 


Benjamin G. D. Blue, who resigned 
on December 31 as metropolitan bonding 
manager of Royal Indemnity in New 
York to join Central Surety & Insur- 
ance Corp. as head of its Eastern de- 
partment, was given a fine send-off by 
his friends and “former associates in the 
Royal at a dinner party held during the 
holiday week. Davis Quinn and David 
Schenck, both of the Royal’s metropoli- 
tan department, arranged the affair, and 
John F, O’Loughlin, vice-president of 
that company, was the toastmaster, Ex- 
pressions of good will and good luck 
mingled with regrets that Mr. Blue was 
leaving the Royal after thirteen years 
of pleasant association there. He start- 
ed his new job as resident vice-president 
of Central Surety on January 1. For- 
mal opening of its Eastern department 
at 83 Maiden Lane will take place some 
time next month. 

The party in Ben Blue’s honor came 
as a surprise to him, particularly when 
he arrived at Schwartz’s Resturant on 
lower Broadway and found gathered 
more than sixty men, both of the Royal 
Indemnity family and executives of 
other companies to do him honor. Prin- 
Po speakers were David Schenck and 
Moses A. Craig, vice-president, Globe 
Indemnity, and on behalf of those at- 
tending Mr. Blue was presented with a 
desk set. 





C. Stanley Campion 50 Years 


In the Insurance Business 


C. Stanley Campion, Philadelphia, of 
N. P. Campion & Bros., insurance brok- 
efs, was given a dinner December 19 
in observance of having been in insur- 
ance for fifty years. He was given a 
pen and pencil set. John W. Donahue, 
Maryland Casualty’s resident vice-presi- 
dent in Philadelphia, was toastmaster. 


DAY IN BUSINESS FIFTY YEARS 


The agency of Robert S. Day & Son, 
Ltd, Vancouver, B. C., has just cele- 
brated the completion of fifty years in 
business. The third generation of the 
ay family is now associated with the 
Tm, 


HARTFORD A. & I. CAPITAL UP 


Increase Made from $3,000,000 to 
$5,000,000; Chairman Bissell Com- 
ments on Stockholders’ Action 
Hartford Accident & Indemnity has in- 
creased its capital from $3,000,000 to 
$5,000,000. Commenting on this action 
of the stockholders, Richard M. Bissell, 
chairman of the board, said: “This in- 
crease in the company’s capital structure 
has been effected for the purpose of 
dedicating $2,000,000 of the company’s 
surplus to its capital account thereby 
affording further protection to its policy- 
holders, providing additional facilities 
for the company’s agency organization 
and placing the capital structure in line 
with the company’s increasing volume of 

business.” 

Stock of the company is with the ex- 
ception of directors’ qualifying shares 
owned in its entirety by the Hartford 
Fire. 
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Wide Survey Made Of 
Canadian Auto Rates 


EXTENSIVE CHANGES SUGGESTED 


Actuary Frederickson of Underwriters 
Association Compiles Five Years 
Data by Provinces 





H. Frederickson, actuary, Canadian 
U ate riters Association, considers auto- 
mobile insurance rates in Ontario much 
too high. He has issued a complete 
summary of automobile insurance ex- 
perience in Canada for five years ended 
with 1939 and including the first six 
months of 1940. This is designed to 
show where rates are either too high 
or too low. In preparing the summary 
it was estimated that of losses suffered 
in the first half of 1940, 70% were in- 
curred on business written in 1939. Fur- 
thermore, to make the comparison easier 
to understand, loss ratios for all the 
years indicated have been adjusted so 
as to put them on the rate basis for 
1940. Mr. Frederickson’s tables of statis- 
tics include all provinces except Quebec 
and Nova Scotia. 


Some of Recommendations 


In Ontario it is calculated that the 
average loss ratio on_ public liability 
for the five vears was 51%, average cost 
of claim $444, and that the rate should 
be lowered 4%. Property damage: Loss 
ratio 55% average claim cost $33; rate 
should be increased 4%. Full collision: 
Loss ratio 93%, average claim $64, rec- 
ommended rate increase 75%. Fire: 
Loss ratio 36%, claim $55, rate reduction 
32%. Theft: Loss ratio 43%, claim $24, 
rate reduction 19%. Complete coverage: 
Loss ratio 51%, rate reduction 4%. 

In Prince Edward island suggested 
rate increases range from 7% to 90%, 
with a reduction of 66% for fire. In New 
Brunswick liability should go down 9% 


and theft 50%; P. D. up 3%, full col- 
fision up 176%, fire 33%, full collision 
18%. In British Columbia it is recom- 
mended that liability rates should go 
up 12% and full collision 39%; P. D. 
down 20%, fire 54%, theft 26% and full 
collision 1%. 

Similar calculations are made for com- 
mercial vehicles. 





NEW ONTARIO COMMITTEE 





Adjunct of Insurance Department Will 
Overhaul Method of Gathering 
Automobile Statistics 


The Ontario Department of Insurance 
is to have a new standing automobile 
committee whose duty it will be to study 
the form in which the province cor- 
relates insurance statistics. If any 
changes seem necessary they are to be 
suggested to the Department. Repre- 
sentatives of three tariff and three in- 
dependent insurance companies will com- 
prise this committee. 

The government has been collecting 
automobile insurance data for nearly ten 
years and during that period the method 
of gathering these statistics has not 
changed one iota. The present system 
is now to be thoroughly overhauled and 
placed on a more modern operating 
basis, Furthermore, periodic meetings of 
this committee will be held to keep this 
branch of the Ontario Department up- 
to-date in working methods. 





CLAIM OFFICE AT ST. THOMAS 

Maryland Casualty has established a 
claim division at St. Thomas, on the 
Island of St. Thomas, in the Virgin 
Islands group. Lewis C. Trice has been 
stationed there as resident adjuster. Mr. 
Trice has been with the Maryland for 
about three years, serving as an at- 
torney in the home office claim division 
and later as an adjuster in the Baltimore 
claim division. 
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Jersey Attacks Street 
Accident Menace Anew 


COMMITTEE RECOMMENDATIONS 





Wide Variety of Suggestions Offered to 
Better Conditions; Los Angeles 
Also on Alert 





The New Jersey governor’s committee 
on street and highway safety has made 
a report in which annual physical ex- 
amination of all automobile drivers, de- 
velopment of a program for driver train- 
ing and the replacement of all “stop 
street” signs are among the recommen- 
dations submitted. The report was 
signed by Walter M. Dear, chairman, 
and Fred M. Rosseland, secretary- 
director, Newark Safety Council. Nat- 
urally, the recommendations are of in- 
terest to casualty companies which al- 
ready have much information in hand 
concerning the causes of accidents and 
their control. : 

In suggesting an annual physical ex- 
amination of drivers, the committee said 
the need for such examination “is sel- 
dom denied by anyone who is at all 
familiar with the traffic accident situa- 
tion. Statistical records show about 5% 
of motoring accidents are due to defec- 
tive cars and indicate that the drivers 
are responsible for the rest each year. 
Physical examination of drivers will 
make it possible to eliminate or safe- 
guard defections.” 

Subject of Cost 

The committee suggested the driver 
training program might be taken up 
by the state police or the state motor 
vehicle department “to make it possible 
for persons wishing to learn to drive to 
receive adequate instruction at a nom- 


inal cost.” On this subject, the report 
added: 
“This recommendation is suggested 


because there is today no place where 
such instruction can be had by the 
public as so-called driving schools con- 
sider securing a driver’s license for their 
‘pupil’ to be their objective regardless 
of the actual ability of a ‘pupil’ to drive 
safely. This condition has been brought 
out in complaints made by citizens who 
have ‘graduated’ from such schools.” 

The committee suggested that the 
“stop street” signs be replaced with re- 
flectorized signs, two feet square; that 
“unnecessary ‘stop street’ signs be re- 
placed with reflectorized ‘slow’ signs or 
‘warning’ signs.” 

Other recommendations included: The 
sharing of responsibility for the enforce- 
ment of all state motor vehicle and 
traffic laws by all of the police of all 
the governmental units in New Jersey; 
construction of more and wider high- 
ways of the latest modern safety design 
wherever traffic or accident records war- 
rant. 


Plans in Los Angeles 


In Los Angeles Mayor Bowron has 
also taken the traffic situation seriously 
and has announced that a four point 
plan will be put into operation. The 
plan provides for the creation of a new 
post of deputy chief of police in charge 
of traffic, addition of 488 police officers 
exclusively to traffic duty, immediate ex- 
pansion of the police motorcycle divi- 
sion and a comprehensive educational 
program within the police department 
for the purpose of better training so as 
to meet traffic problems. The new plan 
is based on the survey and recommen- 
dations made by the safety division of 
the International Association of Chiefs 


of Police. Capt. Bernard H. Caldwell 
has been selected for the new deputy 
chief of police post in charge of the 
program. 


DR. E. B. SWEENEY DEAD 
Dr. Edmund B. Sweeney, on the staff 
of the Stetson and St. Mary’s hospitals, 
Philadelphia, and medical director for 
twenty-three years of the Pennsylvania 
Manufacturers Association Casualty In- 
surance Co., died December 22, age 58. 


‘New York Engineers To 
Assist in Safety Work 


A group of safety engineers in the 
New York metropolitan area have been 
named as special agents of the govern- 
ment to “help develop and strengthen 


local plant accident prevention work” 
in order to insure uninterrupted pro- 
duction of defense materials. They are 
C. R. Bryant, American Can Co.; W. 
C. Washburn, Sheffield Farms Co.; C. 
K. LaMotte, Cushman’s Sons, Inc.; J. L. 
Risinger, Socony Vacuum Co., for New 
York City; John J. Hengerle, Arabol 
‘Mfg. Co., for Brooklyn; S. G. Ryan, 
S. S. White Dental Mfg. Co., for Staten 
Island, and Charles South Ward, 
Leonard Electric Co., for the Mt. Ver- 
non district. 

The appointees are a part of the 
state organization of thirty special 
agents created by the United States 
Department of Labor for the National 
Committee for Conservation of Man- 
power in Defense Industries. Fred G. 
Lippert is chairman of the New York 
State committee and general safety en- 
gineer for Johns-Manville Corp. 





More Accidents, Fewer 
Cars, on Road in England 


The British Transport Ministry an- 
nounces that the number of people 
killed in road accidents in the United 
Kingdom during October was_ 1,012, 
compared with 920 in October, 1939, an 
increase of ninety-two, but deaths dur- 
ing the black-out hours decreased by 
sixty-four. Commenting on these figures, 
Lieut.-Col. Moore-Brabazon, Transport 
Minister, says: “Road accidents are up. 
Number of cars on the road down. 
Something wrong here. Black-out; I 
know, makes driving difficult. Pedestri- 
ans are invisible, and yet think they are 
not. I have seen some very bad driv- 
ing just when the siren sounds at night. 
I know one wants to get home quickly, 
more so does someone on foot. Be 
doubly careful under these conditions.” 


Pedestrians killed in the black-out 
totaled 313, compared with 424; bicyclists 
thirty-six, against forty-six; and motor- 
cvclists eighty-eight, compared with 
fifty-two. Fatalities during daylight in- 
creased from 355 to 511. 





ALTGELT ELECTED PRESIDENT 





Heads San Antonio Insurance Exchange; 
F. F. Ludolph Re-Elected Secretary- 
Treasurer for His 28th Term 

The San Antonio Insurance Exchange 
met December 17 and elected the follow- 
ing officers: President, Woodward Alt- 
gelt; vice-president, Walter S. Grothaus: 
secretary-treasurer, Francis F. Ludolph 
(reelected). January 1 Mr. Ludolph be- 
gan his twenty-eighth year as secretary- 
treasurer. 


P. S. Sweeney Manager Of 
Los Angeles Ins. Exchange 


Paul S. Sweeney, who has been with 
the American Automobile, in the claims 
department of its Los Angeles office, has 
been selected as manager of the Insur- 
ance Exchange of Los Angeles, suc- 
ceeding H. W. Holmes, resigned. Mr. 
Holmes has become a special agent of 
the American Automobile. + 

Both changes became effective on 
January 2. 








Auto Ass’n of New Jersey 
Offers Four New Policies 


William Green, president Automobile 
Association of New Jersey, has sent let- 
ters to brokers and agents throughout 
the state that the association has made 
arrangements for the issuance of four 
insurance policies with the following lim- 
its: 

Pea Asiekasewanee rate 10% less than 5/10/5 

RPE cuscetescews rate 20% less than 5/10/5 


SYMPATHY TO E. J. BOND 


Maryland Casualty President Loses 
Father Who Was for Many Years 
Traveling Auditor of Company 
Sympathy is expressed to Edward J. 
Bond, president, Maryland Casualty, in 
the death of his father, Edward J. Bond, 
who passed away in Baltimore Christmas 
Eve. He was buried the day after 
Christmas in Petersburg, Va., his old 
home town. Mr. Bond, Sr. was for 
many years a traveling auditor for the 
Maryland but has been on the retired 

list for several years past. 

Several home office officials including 
W. T. Harper and J. McC. Gillet, vice- 
presidents, and R. N. Craggs, agency 
supervisor, attended the funeral in 
Petersburg. Others attending were E. 
H. Sutton and B. W. Brockenbrough, 
members of Gibson, Moore & Sutton 
Agency of Richmond, representative of 
the Maryland Casualty in that city. 
Burial was in old Blandford cemetery. 


Used Car Dealer Bond 
Change Being Delayed 


The Surety Underwriters Association 
of Southern California at its December 
meeting heard a report by the rate, rules 
and forms committee that action on the 
proposed ordinance to amend the form 
of bond for used car dealers would not 
be enacted at present. 

The same committee reported on 
changes proposed by Long Beach and 
the Long Beach Harbor Board, which 
if carried into effect will reduce the 
face of bonds required in certain in- 
stances. President W. C. Fundenberg 
has named the standing committees for 
the new year. 


St. Paul-Mercury Has 
New Mortgagee Bond 


St. Paul-Mercury Indemnity will pro- 
vide a new mortgagee’s bond covering 
foreclosure expenses, unpaid interest and 
waste repairs in connection with F.H.A. 
insured mortgages. The bond covers 
necessary expenses (including reasonable 
attorney fees) incurred by the holder 
incident to the acquisition of the prop- 
erty by foreclosure and other means. 
Unpaid interest which shall have accrued 
during the ninety days immediately fol- 
lowing the incurred default on the part 
of the mortgagor is covered; also re- 
pairs to remedy waste which shall have 
been made by the holder after incurred 
default on the part of the mortgagor. 


Vv. C. GORTON WRITES BOOK 

















“Automobile Claim Practice” is Title of 
New Publication Offered By 
Rough Notes Company 

The Rough Notes Co., Indianapolis, 
has published “Automobile Claim Prac- 
tice,” by Victor C. Gorton, the automo- 
bile expert for “Insurance Decisions,” 
also published in Indianapolis. Price 
of the book is $3.50. 

The first chapters cover the general 
principles and points to be watched in 
the investigation, negotiation and settle- 
ment of claims. Then the book goes into 
the specific points involved in handling 
various kinds of claims; bodily injury, 
property damage and first party claims. 
Waiver and estoppel are given special 
treatment; also relations between ad- 
juster, attorney and company, 





MALCOLM SMITH SPEAKER 

The Forum Club of the Insurance 
Society of New York held a session in 
New York December 9 on workmen’s 
compensation insurance. The ‘speaker 
was Malcolm Smith, chief compensation 
underwriter for the Fidelity & Casualty. 





1,000 single limit....rate 30% less than 5/10/5 
500 single limit....rate 40% less than 5/10/5 
In addition Mr. Green says that the 

premium may be paid in twelve monthly 

pro-rata instalments for an additional 
$1, and that the commissions are much 

larger than at present on the 5/10/5 

policy. 


Charles A. Togutl 


(Continued from Page 28) 


surgical care at nominal premiums and 
to lessen the burden of these unexpect. 
ed and tragic costs. 

Upon further examination we find coy. 
erage classified in relation to income; 
in other words, for those earning les 
than $1,000 the benefits are substantially 
less than for those earning $2,000. This 
conclusion was predicated on the non. 
sense that the doctor’s fee is determined 
by the patient’s ability to pay; without 
first ascertaining the comparative obli- 
gations and family requirements of the 
individual. Casualty insurance policies 
can easily outstrip these coverages both 
from the premium and coverage stand- 
points. Other policies provide for high 


remuneration for the doctor, this being | 


a highly acceptable purpose. But is jt 
feasible? Definitely not, because the 
attractiveness of any policy to the pub. 
lic is a low premium and wide and 
appealing coverage. How can a low 
premium be compatible with an advance 


mortgage on the income due to the high — 


incidence of medical care and treatment, 


The public must be satisfied or the doc. | 
The doctor cannot | 


tor cannot benefit. 
be the sole beneficiary for he will have 
no selling public. 

Tt seems strange that with as liberal 


a law as Article 9c, in fact revolutionary © 


in design, that the non-profit organiza- 


tions have been unable to offer the pub- 7 
lic coverage which cannot now be ob- © 


tained from the stock companies at much 
more attractive rates. There must be 


a definite alteration in the economic de- | 


mands of the non-profit groups if they 
are to be successful. 


Capital Structure and Reserve 
Requirements 


No commercial or non-profit enter- 7 


prise can sell its wares to the public 
economically and_ efficiently without 
adequate capitalization and working cap- 
ital The forces of advertising and 
promotion, particularly with new and 
unexplored ventures, absorb huge funds 
before the first premium check is re- 
ceived. 
necessity of an initial onerating work- 
ing capital reserve. This is possibly 


on the misguided theory that the pub- iy 
lic’s desire for this coverage was s0 | 


great and accepted that a minimum of 
advertising would be necessary. Fur- 
thermore, the contemplated support of 
the members of the medical profession, 
in and of itself the greatest selling fea- 
ture, has not matured. The public must 
first be sold on this insurance, and to 


do this an amount sufficient to carry | 


out a convincing promotional campaign 
should be made a condition precedent. 
To permit the incorporation of organi- 
zations, ill financed, results in disaster, 
because the allowances set forth in the 
law are wholly incapable of covering 
these essential costs. 

The fundamental consideration of the 
law is the doctor’s willingness to offer 
his services with the contingent possi- 
bility of accepting far less for his work 
because of an excess of expenses ovef 
income. This condition may result from 
an extremely high demand for services 
due to epidemics or causes which the 
Associated Hospital Service encountered 
several years ago. Should the doctor 


he obliged to take a pro rata share of | 


his billings, it is my belief that the 
feelines of discontent will be uncon- 
trollably great, thus affecting both serv- 
ice and public confidence. The law 
should be amended to clarify these ma- 
terial considerations. 


Conclusion 


Finally, it is felt that voluntary non- 
profit medical insurance is as essentia 
to the progress of our community as 
is sound education. But “sound health 
for public defense” is a trying slogam. 
We must strive to preserve the demo- 
cratic way of life without state inter- 
ference. Therefore, upon the success 
of this insurance depends the doctors 
future and the advancement of medic 
science. 


Article 9c dispenses with the § 
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